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Sparks 


How’s Hudson 
Rivalling Records 
Bill Ralph 
John Stengle 
Me, Mechanical 


By 


Chris Sinsabaugh 


W E ARE used to big figures in 
the automobile industry. Even 
in this business, however, when 
the public is 
buying in these 
dog days of 
August, nearly 
$2,000,000 worth 
of a company’s 
product per 
week, that or- 
ganization de- 
serves some real 
attention. So I 
journeyed out to 
the east side of 

W. R. Tracy town to call on 

Bill Tracy, Hud- 
son sales chief, whose organiza- 
tion has been kicking sales rec- 
ords right and left this year, to 
find out what it was all about and 
what was making the wheels go 
around. I knew that up to the 
present time Hudson U. S. retail 
sales were 46 per cent ahead of 
the same period of last year. 

I tried to get Bill Tracy to talk 
about the finish of the year, but 
in this respect I found him very 
much like the manager of a base- 
ball team in a pennant race. Even 
though deep down in his heart 
the manager knows the race is in 
the bag, and the pennant practi- 
cally flying at the top of the flag- 
pole, he would make no comment 
or prediction, even though the re- 
maining part of the year is a fair- 
ly open book. 


* * * 


AS A PERSISTENT reporter, 
owever, I was able to drag out 
vt Tracy some of the reasons for 
the success atmosphere which is 
surrounding Hudson this year. He 


‘cold me, for instance, that Hudson 


nad added 1228 new dealer outlets 
since the announcement of the 
1936 line. This, of course, includes 
replacements. As a result, his 
dealer body is declared to be the 
best in six years, with 3,263 out- 
lets on the list. It is a part of 
Hudson routine, according to 
Tracy, to check with these new 
dealers after six months in har- 
ness, to find how they are pro- 
gressing and how well satisfied 
they are with their new connec- 
tion. Tracy told me that not one 
had discontinued and he did not 
know of a single one who was not 
making satisfactory profit with 
chances of expansion that prom- 
ise a lot for the future. All of 
which is in the way of approval 
of the Tracy policy of handling 
dealers. When Tracy started his 
crystal gazing at announcement 
time last fall, he opined that the 
dealers would handle just about 


(Continued on Page 14 Col. 1) 
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NADA to Vote on Move 


Board Must Pass 
On Detroit Shift 
Before It is Final 


DETROIT.—At a meeting 
of the executive committee 
of the National Automobile 
Dealers Assn. held in De- 


troit last Monday, it was 
recommended that, subject to the 
approval of the board of direc- 
tors of the association, the head- 
quarters of NADA be moved from 
St. Louis to Detroit. 


This action, followed after a 
poll of the trade through the ac- 
tivities council, indicated an over- 
whelming preference for Detroit 
and also upon the recommenda- 
tion of the Automotive Trade 
Assn. Managers, who adopted a 
resolution at their recent meeting 
in Montreal favoring the estab- 
lishment of headquarters in De- 
troit. 

At the invitation of NADA, a 
committee of leading state and 
local association executives met 
here Tuesday to formulate recom- 
mendations setting forth their 
views concerning the development 
of the association programs, its 
functions, and closer affiliations 
between local, state and national 
groups to permit co-ordination of 
all association activities with the 
ultimate objective—a federation 
of associations. 

On Wednesday, a joint meeting 
of the executive committee and 
association executives committee 
was held at which the recom- 
mendations were submitted and 
the various complex organization 
problems of each group were dis- 
cussed. 

The purpose of this meeting 


(Continued on Page 4 Col. 1) 


Borg-Warner Co. 
Contracts Are 


Extended to °37 


CHICAGO. — Announcement of 
important new business was made 
Friday by C. S. Davis, president 
of Borg-Warner Corp., who states 
that the company has extended 
all of its automotive contracts 
for 1937. 

Borg-Warner has also made a 
two-year contract through its 
mechanics universal joint devision 
to supply Cadillac, LaSalle, Pon- 
tiac and Oldsmobile with roller 
bearing type universal joints. 

This is a departure from the 
usual procedure of contracts for 
one year or less in the automobile 
parts industry. A sharp increase 
in the company’s universal joint 
volume is expected to result from 
additional business with the four 
General Motors divisions men- 
tioned. 


o— 








—ADN Photo 


GREETINGS FORM THE Royal vice-chief of the Tin Can Tour- 
ists Assn. E. A. Atwater, left, were extended to Martin Pulcher, presi- 
dent of the Federal Motor Truck Co., at Sandusky meeting this week. 


Mrs. Atwater is in the center. 


1935 World Registrations 
Totalled 37,454,809 Units 


WASHINGTON.—World motor- 
ization has advanced with healthy 
strides during the past year and 
ended with a total of 37,454,809 
passenger cars, trucks and buses 
in use on Jan. 1, 1936, a high 
record to date and an increase 
of 2,099,499 units or 5.9 per cent 
compared with the total a year 
ago, says the United States De- 
partment of Commerce in a re- 
cent report. 

The tremendous gain in the use 
of motor vehicles is demonstrated 
by the report which harks back 
to the 24,589,249 units in operation 
at the beginning of 1926. At that 
time the U. S. figure was 20,051,- 
276, while the remainder of the 
world accounted for only 4,634,- 
902. 

For the year just closed, the U. 
S. had a total of 26,382,321 and 
the countries of Asia, Africa, 
Europe and Oceania and other 
Americas had advanced to 11,- 


The Top Ten 
Passenger Cars 

First Ten in Registrations 
as Reported in ADN Today. 
1936 —----- 1935 
Pos. Make Pos. 
1—557,240 Chev. 333,213— 2 
2—438,114 Ford 512,033— 1 
3—274,022 Plym. 224,653— 3 
4—136,916 D’ge. 101,786— 4 
5—113,376 Olds. 84,417— 5 
96,595 Pont. 79,070— 6 
85,652 Buick 35,702— 8 
58,074 Huds.* 42,484— 7 
36,812 Stude, 22,135—10 
32,076 Chrys. 25,226— 9 


*Includes Terraplane. 

Total All Makes 
1,948,711 1,541,193 
See Total Registrations to Date, 1936- 

1935, page 21, this issue. 








072,488 increases of 31.5 per cent 
and 138.8 per cent respectively 
during the relatively short space 
of 10 years time. 

Motor vehicle use outside the 
U. S. improved by 880,967 units 
or 8.6 per cent over the 10,191,521 
units in operation on Jan. 1, 1935. 
The registrations in the U. S. ad- 
vanced by 4.8 per cent over the 
25,163,789 in use at the beginning 
of last year. As is well known, the 
relatively greater increase out- 
side of the U. S. is caused by the 
fact that a substantial proportion 
of the registrations are new car 
sales (sales to non owners) while 


(Continued on Page 12 Col. 1) 
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SANDUSKY HAILS TRAILERS 


34 Firms Show 
Lines; Future 
Trends Forecast 


Makers Form National 
Group to Represent 
Industry. 


By J. C. WEED 


SANDUSKY, O. — While 
most of the 34 trailer manu- 
facturers and 19 parts and 
accessory makers who are 
exhibiting at the Tin Can 


Tourists Trailer Show are here 
to sell merchandise and close 
dealer contracts there are quite 
a few who are here primarily to 
get public reactions to their ve- 
hicles. 

The Trailer Coach Manufac- 
turers Assn. was organized here 
this week to represent the new 
industry.—(See Page 3). 

The keen public interest in the 
trailer business is evidenced by 
the fact that while there were 
reported to be over 400 campers 
on the camping ground, exhibitors 
who checked their visitors felt 
that they were getting at least 
three visitors from outside the 
camp to every camper. Every 
afternoon and evening crowds 
swarmed the exhibits and at 
many trailers it was necessary to 
wait for an opportunity to in- 
spect the trailer. 

The trailer industry is so new 
and so different in the problems 
it presents that even the oldest 
manufacturers admit they have 
plenty to learn, particularly 
about interior arrangement and 
trim. While practically every 
trailer exhibited is built along 
automotive lines to a more or 
less degree, the interiors must 


(Continued on Page 2 Col. 1) 





Federal Motor 


Truck yrrr 9 


New House Trailer to Line 


DETROIT. — According to an 
announcement by M. L. Pulcher, 
president of the Federal Motor 

Truck Co., in 
addition to 
manufacturing 
its complete line 
of motor trucks, 
the company is 
now engaged in 
the manufacture 
of trailers which 
are known as 
‘Motohome’ for 
living purposes, 
and for com- 
M. L. Pulcher ™ercial use 
‘Motomart.’ 

A special trailer division, en- 
tirely separate from the truck 
sales division, has been created 
for the merchandising and selling 
of these trailers. George Frank 
Lord, veteran automotive mer- 
chandising man, has been ap- 
pointed sales manager of this 


division. During the past few 
years Lord has made a study of 
the production, uses and mer- 
chandising of trailers. 


“Under the present set-up,” 
said Pulcher, “a dealer’s agree- 
ment covering the sale of Federal 
trucks will not carry with it any 
provisions as regards to trailers. 
The trailer as a separate fran- 
chise however will be offered to 
present Federal dealers for their 
territories. 


“Quite a number of the mem- 
bers of our dealer organization 
have already become interested 
in the distribution of Federal 
trailers and we expect that many 
more will follow. We will, of 
course, also appoint other than 
Federal dealers to handle trailers. 

“The demand for trailers,” con- 
tinued Pulcher, “both for living 
purposes and commercial work is 


(Continued on Page 20 Col, 1) 
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Trailers Hold Spotlight at Sandusky Meeting 


Automobile L 


Dealers 


Show Interest in Displays 


(Continued from 


conform to what the lady head 
of the family feels is “homey.” 


This week has seen hundreds 
of automobile dealers “on the 
lot” looking over the offerings. 
Many dealers have closed fran- 
chises to handle house trailers 
with their car lines or with a 
separate company which they 
have organized for this purpose. 
Every dealer talked with who has 
had experience selling trailers 
admits that a trailer display has 
a very high drawing power to 
his showroom and that many car 
orders are taken from people who 
come to inspect the house trailer 
on display. 

Many, however, feel that right 
now trailers can be best mer- 
chandised by a separate organi- 
zation or at least a separate sales 
force. 


Take on Trailers 


Among some of the prominent 
dealers who have taken on house 
trailer distributing franchises 
during the show are, Rufus Cole, 
former vice-president and general 
sales manager of Hupmobile, 
who opens a new salesroom at 
6ist and Broadway, New York 
City, with Covered Wagon; Abel 
Motor Sales, Inc., Lansing, Mich., 
with Silver Dome; Fred Ehrle, 
‘Toledo, with Silver Dome; W. W. 
and L. S. Adams, Squirrell Hill, 
Pittsburgh, Covered Wagon; 
Smith Garage and Service Sta- 
tion, Johnstown, Pa., and Haley 
Auto Co., Washington, D. C., 
Silver Dome. 


Among the automotive men who 
have been seen around the show 
grounds getting first hand in- 
formation on what the manufac- 
turers are offering were E. Leroy 
Pelletier, former Ford, Reo and 
E.M.F. advertising executive; 
Paul Castner, of White Motor 
Co., and Dan J. Nolan, president 
of the Ohio Buick Co.,.and Mar- 
tin J. Pulcher, president of Fed- 
eral Motor Truck Co., who has 
been very much in _ evidence, 
watching the reception given his 
new Federal built Motohome. 


Suppliers Present 


Many suppliers have also been 
in evidence in addition to those 
who are exhibiting, among them 
being T. Donahey, president; 
Martin Peters, general sales man- 
ager, and G. C. Lennox of the 
F. J. Donahue Varnish Co. Len- 
nox sees a definite trend on the 
part of the industry toward steel 
exteriors finished in synthetic 
enamel following automotive 
practice and also a leaning to- 
ward lacquer and synthetics for 
interiors as well. 

In this regard it is noted that 
there are some vehicles finished 
in pastel colorings being shown 
which is a radical departure from 





Page 1) 

the varnished or lacquered wood 
interiors which had become al- 
most standard up to now with, 
of course, the occasional varia- 
tion of the leatherette trims. 


Pressed steel undercarriages 
are very much in evidence at 
this showing and it is freely pre- 
dicted that all-wood construction 
will give way to full steel under- 
carriage design with the 1937 
models. 


Confront Problems 


Engineers who have listened to 
the hundreds of experienced 
trailer owners who use their ve- 
hicles for the greater part of the 
year see plenty of trouble ahead 
for the builders of motor cars as 
the trailer owner is already de- 
manding either auxiliary springs 
to eliminate side sway of the 
trailer drawn behind a car with 
“easy ride” springs, or some 
method of controlling the shock 
absorber to take care of the 
extra weight. Another problem 
which they admit the car manu- 
facturer must face is the provid- 
ing of a hitch or place to attach 
the hitch ahead of the center 
line of the rear axle and prefer- 
ably to the side members. The 
raising of the tire carrier when 
mounted in the rear is also neces- 
sary so that it will leave suf- 
ficient room for the hitch to func- 
tion freely. Provision for brake 
connections for either vacuum or 
air to come through the back 
panel in the center a little above 





—Trailer Travel Photo 


HERE IS A GENERAL view of part of the trailer encampment at Sandusky this week under the 
auspices of the Tin Can Tourists Assn. Approximately 400 privately owned trailers were on the lot in 
addition to those on display by 34 makers and those carrying the displays of 19 parts and accessory 


makers. 





built orders for the 20 and 22- 
foot jobs floating around. A dent- 
ist who has sold out his practice, 
and who is now planning to drift 
with the sun, making plates and 
teeth for his stay-at-home fellow 
dentists, will place an order this 
week, if it is not already placed, 


or below the hitch is another de- 


mand that will soon be felt. 
Accessories in Demand 


Car accessories which are al- 
ready in demand include a drop 
shield designed to fit the back of 
the car and protect the trailer 
from the deluge of stones and 
gravel thrown by the rear wheels, 
directional signals, already re- 
quired in some states, to operate 
with the steering mechanism to 
warn when the trailer driver 
wishes to turn. Dual electric 
connections which can be easily 
attached without cutting into the 
present wiring armor will also 
find a ready sale. 


The trailer builder is also being 
asked to provide new refinements 
which were not considered essen- 
tial even six months ago. 


Plenty of sales are being made 
here, both retail and wholesale. 
One exhibitor showed retail or- 
ders for seven trailers costing in 
excess of $800 each taken the first 
three days of the show. Practi- 
cally all of the older builders are 
signing up vacant territories with 
dealers who have come to San- 
dusky to look them all over be- 
fore selecting the make they wish 
to represent. 


There are a number of custom 


—ADWN Photo 


J. E. ROBERTS, former automobile chief and now sales manager 
for Covered Wagon, discusses the situation with W. W. and L. S. 
Adams of Pittsburgh; Pa., at the Sandusky Tin Can Tourists meeting. 





~—ADWN Photo 
A. A, MINILEY, Canadian dis- 
tributor for Silver Dome, Detroit, 
came over the lakes to Sandusky. 
He’s credited with making Canada 
trailer conscious. 


for a 22-foot job that will have a 
complete laboratory in one end. 
A former finance man who gave 
up his position last month and 
sold a $60,000 home in a mid- 
western metropolis, is here to buy 
a trailer that will accommodate 
himself, wife and two servants. 


There are at least 12 brand new 
makes being shown for the first 
time at any show; the Pierce- 
Arrow, Federal, Seminole, Ed- 
wards, Gadfly, Auto-Follow and 
Royal Wilhelm being so new they 
are hardly yet born. Wayco is 
taking a bow under a new name 
and ownership and the Ozark be- 
ing shown for the first time in 
this part of the country. 

Among the all-metal jobs that 
are getting a lot of attention is, 
of course, the aluminum Pierce- 
Arrow, a new all-steel job by 
Land Cruiser and the Kabin 
Koach line. 


Show New Models 

Trotwood is exhibiting a full 
new line of models, Silver Dome 
has one of each of its four 
models under canvas in a tent 
show supported by moving pic- 
tures; Covered Wagon has four 
jobs; York-Hoover has a distinct 
novelty in its Sun Chaser, which 
opens up at both ends into a 
screened porch effect; Mullins 
and Gadfly are showing abbrevi- 
ated jobs built expressly for the 
sportsman who wants to go back 
into the woods with some degree 











of comfort, yet have a job that is 
light and can be snaked along 
“sand plains roads.” 


Schelm is showing a leatherette 
lined job, the furniture of which 
can be moved with limitations by 
the owner to get a new effect. 
Midland Steel Products is intro- 
ducing a new four-burner stove 
built expressly for house trailer 
use. Both Trotwood and Pierce- 
Arrow are featuring independ- 
ently sprung wheels, without con- 
necting axles. 


Compartment trailers which 
give a degree of privacy’ where 
four people are living in the job 
are in evidence here and there, 
some closing a bedroom off with 
doors and a few with drapes. 
Built in steadying legs that are 
easily adjusted when the trailer 
is parked are also being shown on 
several jobs. 


Exhibitors Listed 


The trailers on exhibit include 
the following makes: 


Alma Trailer Co. (Silver Moon), 
Alma, Mich.; Allen Products Co. 
(Gadfly), Ionia, Mich.; Auto Cruiser 
Co., Baltimore, Md.; Anderson Coach 
Co., Marshall, Mich.; Covered Wagon 
Co., Mt. Clemens, Mich.; Edwards 
Trailers, New Richmond, Ohio; Elcar 
Trailer Co., Elkhart, Ind.; Federal 
Motor Truck Co. (Motohome), De- 
troit, Mich.; Kozy Coach Co., Kala- 
mazoo, Mich.; Kabin Koach Co., De- 
troit, Mich.; Land Cruiser Co., Kala- 
mazoo, Mich.; Mansfield Upholstery 
Co. (Auto-Follow), Mansfield, Mich.; 
Mullins Mfg. Co. (Utility Trailers), 
Salem, Ohio; Ozark Trailer Co., De- 
troit, Mich.; Pierce-Arrow Motor 
Car Co. (Travelodge), Buffalo, N. 
Y.; Palace Travel Coach Co., Flint, 
Mich. 


Quaker Trailer Co., Devon, Pa.; 
Roamer Trailer Corp., .’ Mansfield, _0.; 


F 


Royal Wilhelm Furniture Co., Stur- 
gis, Mich.; Roycraft Coaches, Ches- 
aning, Mich.; Raymond Products Co. 
(Travelo), Saginaw, Mich.; Saginaw 
Stamping & Tool Co. (Chassis), 
Saginaw, Mich.; Schelm Brothers, 
Peoria, Ill.; Schult Trailer Co., Elk- 
hart, Ind.; Split Coach Motor Co., 
York, Pa.; Silver Dome Co., Detroit, 
Mich. 


Seminole Coach Co., Novi, Mich.; 
Trotwood Trailers, Inc., Trotwood, 
O.; U. S. Coach Co., Chicago, Ill. 
(plant Champaign, Ill.); Vagabond 
Coach Co., New Hudson, Mich.; 
Vassar Trailer Works, Vassar, Mich.; 
Wayco Trailer Co., Detroit, Mich.; 
Wolverine Trailer Co., Sparta, 
Mich.; York-Hoover Body Co. (Sun 
chaser), York, Pa. 


Parts and accessory exhibitors in- 
clude: Bargman, Theo., Detroit, 
Mich. (parts); Bendix Products Co., 
South Bend, Ind. (brakes); Caravan 
Magazine, Detroit, Mich.; Crissman, 
Glenn P. Co., Detroit, Mich. (parts) ; 
Foreman, W. D. Co., Chicago, IIl. 
(axles); Goss, J. C. Co., Detroit, 
Mich. (awnings); Herron Zimmers 
moulding Co., Detroit, Mich. (win- 
dows); Hinde & Dauch Paper Co., 
Sandusky, O. (paper insulation). 


Jackomatic Corp., New York, N. 
Y. (automatic jacks); K. & W. Rub- 
ber Corp., Delaware, O. (rubber mat- 
tresses); Liggett Spring & Axle Co., 
Monongahela, Penn. (springs, 
axles); Marvel Trailer Parts Co., 
Detroit, Mich. .(parts); Midland 
Steel Products Co., Detroit, Mich. 
(stoves, brakes); Motor Rim Corp., 
Cleveland, O. (wheels); Paper 
Foundation, Chicago, Ill. (paper 
toilet bags); Seaman Paper Co., De- 
troit, Mich. (insulation and trim 
board); Trailer Travel, Chicago, IIl.: 
Vacuum Power Equipment Co., De- 
troit, Mich. (brakes); Warner Elec- 
| tric Brake Co., Beloit, Wis. 


PIERCE-ARROW’S TRAVELODGE interiors are shown above. 
The dinette seats four adults comfortably and can quickly be con- 
verted into a full size bed. All cushions are of a special coil spring 


construction heavily padded. 





Part of Proceeds Must be 
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RFC Will Loan Money to Established Carriers 


Spent for New Equipment 


WASHINGTON. — The _ Recon- 
struction Finance Corp. is pre- 
pared to receive loan applications 
from established motor carriers 
operating on regular schedules, 
according to an announcement 
this week by the corporation. 


Proceeds from such loans must 
be expended in part payment of 
the purchase price of new equip- 
ment, but may not be used by the 
applicant in extending his serv- 
ices beyond existing routes, it is 
pointed out. 


“It will be required that such 
loans be so secured as reasonably 
to assure repayment,” the an- 
nouncement stated, “and that the 
new equipment purchased be in- 
cluded in the collateral. Insurance 
against ordinary risks must be 
carried and the final maturity of 
such loans shall not be later than 
the expected life of the equipment 
to be purchased. 


Check Credit Factors 


“All credit factors must be sat- 
isfactory, and applicant will be 
required to submit evidence of 
compliance with all applicable 
statutes and regulations. The Cor- 
poration will not consider appli- 
cations from carriers engaged in 
‘intraurban’ business.” 


Authority for granting loans 
to motor carriers is taken from 
Section 5d of the Reconstruction 
Finance Corp. Act, which reads: 

“For the purpose of maintain- 
ing and increasing the employ- 
ment of labor when credit at pre- 
vailing bank rates for the char- 
acter of loans applied for is not 
otherwise available at banks, the 
corporation is authorized and em- 
powered to make loans to any in- 
dustrial or commercial business. 


Power Ends in 1937 


“The power to make loans given 
herein shall terminate on Jan. 31, 


Olds Sales Hit 
4,195 Cars For 





10-Day Period |) | 


LANSING. — Oldsmobile _ retail 
sales for the first 10 days in Aug. 
totaled 4,195 units, a new all-time 
high for the period, according to 
D. E. Ralston, sales manager. 
From Jan. 1 until Aug. 10, 133,155 
Oldsmobile Sixes and Eights have 
been delivered to retail customers 
by Oldsmobile dealers, he said. 
This also is an all-time record for 
Oldsmobile, an increase of more 





1937, or on such earlier date as 
the President shall by proclama- 
tion fix; but no provision of law 
terminating any of the functions 
of the corporation shall be con- 
strued to prohibit disbursement 
of funds on loans and commit- 
ments, or agreements to make 
loans, made under this section 
prior to Jan. 31, 1937, or such 
earlier date.” 


Motor carriers desiring to make 
application for loans should write 
to the corporation, asking for 
blanks, RFC Form L-236. This 
form must be submitted in dupli- 
cate. In addition to giving his 
name, address, business, when es- 
tablished, amount and purchase 
of loan in question, number of 
employes and other general in- 
formation, the applicant must 
describe the proposed method for 
repayment, list the banks from 
which he has borrowed in the last 
five years, tell what efforts he has 
made to obtain bank credit, de- 
scribe the collateral he has to 
offer and submit a brief financial 
statement of his business, includ- 
ing a showing of sales, profit or 
loss, dividends paid, salaries of 
officers, etc. 


Following submission of the 
preliminary application, a more 
detailed statement must be fur- 
nished on RFC Form L-173. 





ADN Photo 


AMONG THE parts men pres- 


than 27 per cent over 1935, the| ent was W. C. Smith, sales man- 


previous high mark, 


ager, U. S. Air Compressor Co. 


£ 
—ADN Photo 


FROM THE AUTOMOBILE industry also comes E. Leroy Pel- 
letier, center, who visited Sandusky to get the low-down on trailers. 


He is talk 
Covered W: 


g with Harold Aarons, Detroit. advertising agency for 
jon and A. G. Sherman, Covered Wagon president. 


© 
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AMONG THE TRAILER coach manufacturers present at the meeting this week at Sandusky, O., 
were, left to right: Marvin Davis, Quaker Trailer Co.; Paul Date, U. S. Coach; B. N. Mercer, Clare 
Travel Coach; John Mohler, Schelm Brothers; Clare Schelm, president, Schelm Brothers; Allen Half- 
way, Alma Trailer; Al Shields, Silver Dome; B. R. Scheff, Palace Travel Coach; Clyde Beattie, Silver 
Dome; R. E. Merrill, Kabin Koach; Burt Sprinkling, U. S. Coach; Fred Ehrie, automobile dealer; Nor- 
man Wolfe, Silver Dome; K. H. Dixon, Trailer Travel. 





Ordering Extras 

I have written George 
Slocum congratulating your 
organization on the Alma- 
nac, but I wish to add this 
personal word to the editor 
about the great value of 
the chronological history 
which was due to his per- 
sonal effort. We will find it 
very useful and are order- 
ing extra copies so that it 
will be readily available to 
all those who may have to 
refer to it,—Michael A. 
Gorman, editor, Flint Jour- 
nal, Flint, Mich. 











—ADN Photo 


VISITING THE TIN CANNERS and trailer show at Sandusky, 
were, left to right: J. E. Raeburn, sales manager, and A. L. Sinclair 
ir., president of Haley Auto Co., Washington, D. C., talking with Al 


Shields, Silver Dome, Detroit. 


Trailer Makers Organize 
New Trade Association 


SANDUSKY, O.—At a meeting 
held at the Breakers Hotel, Cedar 
Point, O., Wednesday, Aug. 12, by 
representatives of 30 manufactur- 
ers of trailers and trailer parts, 
an association called the Coach 


Trailer Manufacturers’ Assn. was 


formed. 


Carl Schelm, president of 
Schelm Brothers, Peoria, Ill., was 
elected president of the new asso- 
ciation, B. R. Scheff, sales man- 
ager Palace Travel Coach Co., 
Flint, Mich., was elected vice- 
president; R. E. Merrill, sales 
manager, Kabin Koach, Detroit, 
treasurer. Nine directors were 
elected to serve as follows: Carl 
Schelm, B. R. Scheff and R. E. 
Merrill, three years; W. J. Schult, 
president Schult Trailer Co., Elk- 
hart, Ind.; Norman C. Wolfe, 
president Silver Dome Co., De- 
troit, and A. G. Sherman, presi- 
dent Covered Wagon Co., Mt. 
Clemens, Mich., two-year terms; 
and Earle Raymond, treasurer 
Raymond Products Co., Saginaw, 
Mich.; Roy Gilkinson, general 
manager Gilkie Trailer Co., Terra 
Haute, Ind., and Clarence M. 
Lutes, owner of Kozy Coach Co., 
Kalamazoo, Mich., one-year terms. 


While due to the fact that only 
a small part of the industry which 
now numbers some 292 manu- 
facturers of house and display 
trailers (ADN count) were pres- 
ent and it was unable at the 
meeting to determine several fac- 
tors including amount of dues 
necessary from each member, it 
was felt advisable by those pres- 
ent, according to a statement by 
the officials, to organize the asso- 
ciation and get it functioning at 
once. 


It is planned by the new asso- 
ciation to have a meeting of the 





officials and directors within 30 
days to formulate some plan of 
procedure toward both the selec- 
tion of show sites and show man- 
agement which can be submitted 
to the manufacturers in the in- 
dustry in the very near future. 


| Montgomery Ward 
Won’t Sell Cheap Car 
CHICAGO.—Montgomery 
Ward refers to $345 car re- 
port as of Walter Winchell 
origin and says there’s 
nothing to rumor. 





Mullins Trailer Begins 
Big Guessing Contest 
DETROIT.—tThe trailer division 
of the Mullins Mfg. Corp. has in- 
augurated a big guessing contest 
at the Great Lakes Exposition in 
Cleveland. 


When visitors stop at the 
Mullins exhibit, they are handed 
cards and asked to make a guess 
as to how many of the new all- 
steel utility trailers will be sold 
during the period June 22 to Oct. 
1. The cards are kept until the 
records later show the nearest 
best guess. The company is of- 
fering several prizes for the 
winners. 

More than 8,000 persons already 
have entered their guesses, 


__'|| Brophy said. 


Photo 


PAUL CASTNER, manager of wholesale sales of White Motor 
C©o., looks over the Tin Canners at Sandusky with Dan J. Nolan, 
president of the Ohio Buick Co. of Cleveland. 
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NADA Favors Plan to Move Its Office to Detroit 


However, the Shift Must 
Be A pproved by Directors 


(Continued 3 iron Page 1) 


was to develop a uniform na- 
tional policy whereby the efforts 
and activities of local, state and 
national association groups might 
be more closely correlated to pro- 
vide for greater efficiency in serv- 
ing the trade and industry. 

The functions of the various 
association groups and the most 
effective methods by which they 
could be carried out were dis- 
cussed. 

Based on the suggestions and 
recommendations, a specific pro- 
gram of activities will be pre- 
pared and submitted to the entire 
group for approval in the near 
future. 

Some of the major association 
functions suggested for consider- 


—ADN Photo 


D. E. WILLIAMS, of Kansas 
City, and NADA director, acted 
as chairman of the recent discus- 
sions in Detroit on future policies | 
for the national organization. 


ation were legislation, local, state | 
and national promotion of high- 
way safety, closer co-operation 
with all other branches of the 
industry, development of local} 
and state association groups, pub- 
lication of the Official Used Car 
Guide .as an industry service, 
fact-finding and management 
services to the trade. 

Appointment of Arnon N. Ben- 
son as general manager of NA- 
DA was announced by the execu- 
tive committee following the con- 
cluding session held Thursday. 
Benson has been serving as as- 
sistant to the president since 
April of this year. 


Salesmen Fight 
For 25 Prizes 


From Lincoln 


DEARBORN, Mich. — Lincoln 
salesmen throughout the United 
States are sprinting down the 
home stretch of the June-July- 
August summer sales drive, bat- 
tling for the 25 all-expense trips 
to the Texas Centennial Expo- 
sition at Dallas, Tex., which will 
be awarded to top prize winners. 


The United States was divided 
into five population groups for 
the purposes of the contests, five 
prize trips being awarded in each 
population group. Sales of both 
Lincoln and Lincoln-Zephyr cars 
count for points in the contest. 

The record sales of Lincoln- 
Zephyr cars during the late spring 
and summer months are partly 
attributed to the intense interest 
of salesmen throughout the coun- 
try in the summer contest, it was 
said, 








o—_—___—__—_ 


Chev fina Tineke 
Sales Reflect 
New Prosperity 


DETROIT. — Further evidence 
that purchasing power is rising, 
in spite of adverse conditions in 
some sections, is seen in the an- 
nouncement that Chevrolet truck 
sales are nearly 20,000 units 
higher, for 1936 to date, than they 
were in the same period of 1929, 
the previous truck record year. 

The announcement was made 
by W. E. Fish, Chevrolet com- 
mercial car and truck manager, 
in a report to W. E. Holler, vice- 
president and general sales man- 
ager. It showed that Chevrolet 
had delivered 140,271 trucks this 
year, up to the end of July, as 
against 120,355 in the same period 
in 1929. The improvement par- 
allels gains made in passenger 
car sales, which are at the high- 
est level in Chevrolet’s entire his- 
tory. 

“Every month this year,” said 
Fish, “Chevrolet truck sales have 
shown a substantial increase over 
the best corresponding month in 
the past. January truck volume 
was 3,288 units above that for 
January, 1934, our previous rec- 
ord January. The lowest gain was 
in February, which picked up 614 
units over our previous Febru- 
ary high in 1929. 


“Registration figures for the en- | 
“reflect | 


the durability on which Chevro-| 
|on a tour of the east, southeast, 


tire country,” Fish said, 


let’s growing popularity among 


truck users is based. The num-| 


ber of Chevrolet trucks in service 
has nearly doubled since 1929, in- 
creasing from 438,278 units to 
859,462 units. 

“Chevrolet truck sales this year 
are accounting for 39.1 per cent 
|of all business in their weight 
class, 
per cent over our showing last 
year. Such figures reveal the sta- 
bility of those underlying eco- 
nomic factors on which all kinds 
of business depend. They show 
that the adverse conditions no- 
table in certain localities have 
not been far-reaching enough to 


this being a gain of 2.5) 








ADN Photo 


NADA CHIEFTAIN: E. M. Lied, (right) president of the National 
Automobile Dealers Assn., was an interested participant in the recent 
committee meetings between the NADA and the Automotive Trade 


Assn. Managers at Detroit. 
La., an NADA national director. 


offset the gains registered over 
the country as a whole. 

“Building on the fine record 
made in 1936 to date, we should 
be able to make this an all-time 
record year for trucks, just as it 
will be our greatest total unit 
year.” 


Harry Hartz Pilots 
Chevrolet No. 12,000,000 


DETROIT.—Harry Hartz, for- 
mer race driver, and designer and 
builder of two Indianapolis speed- 
way winners, left here this week 


and midwest, in Chevrolet No. 
12,000,000, completed at Flint on 
Aug. 5. 

The car will be displayed in the 
cities along the route, with sev- 
eral days’ stopover at the Great 
Lakes Exposition in Cleveland. It 
will eventually become a part of 
the General Motors display at the 
Texas Centennial in Dallas. 


Although best known for his 
exploits on the track, Hartz has 
come to the fore in recent years 
as a proponent of safe driving. 
He has been driving cars for 
more than 20 years, and has 
never had a road accident. 


Olds Capacity Increased 
By Modernizing Plan 


LANSING. — Jumping produc- 
tion capacity from 55 to 85 cars 
per hour, Oldsmobile will spend 
$6,350,000 in new equipment dur- 
ing the early fall, according to C. 
L. McCuen, president and general 
manager. 

Oldsmobile production from 
Sept. 17, when the first 1936 model 
came off the final assembly, until 
Aug. 1 was more than 200,000 
cars. Under the projected expan- 
sion it will be possible to produce 
280,000 Oldsmobiles in the same 
period. 

Very little space expansion is 
planned, it was learned. The in- 
creased production will be devel- 
oped by the use of the most mod- 
ern machines. The new engineer- 
ing building, adjacent to the ad- 
ministration building, soon will be 
occupied by the engineering de- 
partment. This will leave the va- 
cated engineering building for use 
in manufacture. 

The expenditure of the huge 
sum marks another milestone in 
the development of Oldsmobile, 
which has jumped from 17,000 
cars in 1932 to more than 200,000 
in 1936. 

“The constantly growing de- 
mand for Oldsmobiles has neces- 
sitated still another expansion of 
our facilities,” said McCuen. 
“Again in 1936 all production, 
sales and employment records 
have been broken. For the first 


time in Oldsmobile history we 
have built more than 200,000 cars 
of one model. Enlarged facilities 
is the only answer and we are 
spending approximately $6,350,000 
in order to boost our production 
capacity to a point where we hope 
to be able to fill all orders.” 








At the left is J. W, Roby, Shreveport, 


Campaign to Renew 


Parts Speeds FWD Sales 
CLINTONVILLE, Wis. — Sales 
of FWD parts for the first six 
months of 1936 show an increase 
of 57.6 per cent above sales of 
1935, and 110 per cent above those 





Colo. High Court 
Holds Truck Law 


Is Constitutional 


DENVER. Colorado’s motor 
vehicle common carrier license 
act was held constitutional by the 
state supreme court this week. 
This decision, members of the 
public utilities commission esti- 
mated, will result in the collection 
of between $250,000 and $300,000 a 
year from common carrier trucks 
for use of state highways. Reve- 
nue from the tax upheld by the 
high court will be divided as fol- 
lows: 40 per cent to the state 
for highway purposes, 40 per cent 
to the counties for highway pur- 
poses and 20 per.cent for en- 
forcement. 

The supreme court ruling re- 
versed the decision of District 
Judge James L. Cooper of Fre- 
mont county. 

Constitutionality of the act was 
attacked by William, Clarence 
and Walter Manley who operate 
the Manley Coal Co. at Canon 
City. District Judge Cooper, in 
enjoining enforcement of the law, 
held the act delegated legislative 
functions in violation of the con- 
stitution, attempted to give the 
public utilities commission judi- 
cial functions, and was unjustly 
and unreasonably discriminatory 
in excepting the carriers of farm 
products and livestock. 





—ADN Photo 


INTENT LISTENERS at the NADA and ATAM sessions were 
Herbert Buckman, manager of the Cleveland Automotive Trade Assn., 
Don Blanchard, editor of Automotive Trade Journal, W. A. William- 
son, director of the Texas Automobile Dealers Assn., Louis Milan, 
manager of the Wisconsin Automotive Trades Assn., S. W. McMichael, 
manager, Michigan Automotive Trade Assn., D. E. Mitchell, of Texas, 
national director of NADA and Walter Blanchard, secretary of NADA. 





for the same period of 1934, the 
FWD Auto Co. of this city has 
announced. 

A major factor behind the in- 
crease has been a campaign 
against defective parts, the com- 
pany believes. 


—ADN Photo 


AMONG THE local association managers attending the recent 
NADA-ATAM in Detroit were Claude Klugh, (left) manager of the 
Pennsylvania Automotive Assn., and H. H. Shuart, (right) manager 


of the Detroit Auto Dealers Assn. 


Pontiac Plans 
Selling Course 
For Salesmen 


PONTIAC.—Pontiac Motor Co. 
is planning a course in sales 
training for its retail selling or- 
ganization. 


This course, which will be con- 
ducted under the supervision of 
an authority on retail selling, will 
consist of a series of six sessions 
over a period of three days. It 
will deal with the fundamentals 
of selling, as applied to Pontiac 
automobiles, the obstacles most 
frequently encountered, and in- 
struct in proved methods of over- 
coming them. 

“The value of sales training to 
retail salesmen is obvious, C. P. 
Simpson, sales manager declared. 
“Not only in the automobile busi- 
ness, but in every business, the 
salesmen who lead in sales, who 
are earning the fattest commis- 
sion checks, who are in direct line 
for promotion, are trained. 

“The selling of automobiles is 
a specialized business, and it 
takes specialists to succeed in it. 
It is not sufficient to just work 
hard or put in long hours. Spec- 
ialized training is absolutely es- 
sential to success.” 
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Car Dealer Interest in Trailer Sales Growing 


Many Merchants Report 
They are Studying Matter | 


ADN’s Inquiring Reporter This Week Asked 
The Following Question: 

Trailer manufacturers are making a drive to secure out- 

lets for their products through established passenger car 


dealers. 


What profit possibilities, in your opinion, do camp 


trailer sales hold for the average dealer? 
If the Inquiring Reporter’s query did not get around to 


you, your comment would be 
your views on these questions, 


DETROIT.—With thousands of, 
interested persons inspecting the | 
products of more than 40 camp | 

trailer manu- 
facturers at the) 
recent trailer 
shows in Mani- 
stee, Mich., and 
Sandusky, O., 
the whole 
trailer question 
is coming in for 
increasing dis- 
cussion every 
day. 

As the de- 
mand for their 
product grows, 
the manufactur- 
ers of the trav- 

eling homes are increasing their 
efforts to secure sales outlets 
through established passenger car 
dealers. They urge that the dealer 
is the logical man to handle their 
product since he has the facilities 
for display and an established 
reputation in his community. 


Many dealers have already 
signed up with a trailer maker. 
Many others are considering the | 
matter and at the recent trailer | 
conventions there were lots of 
these dealers on hand to glean 
first-hand information about this 
new field. However, the majority | 
of the dealer body has not yet 
given the question very much 
study. The trailer business, as 
far as they are concerned, has not 
grown big enough yet to attract 
their attention. 

ADN’s Inquiring Reporter this | 
week set out to find out what the} 
concensus concerning trailers is 
at this time among the nation’s 
leading dealers and the results 
are carried below. 

* * 


Leonard A. James, 
James Motor Co., Dodge and| 
Plymouth, Denver: . “Last spring 
we made a survey in regard to| 
the camp trailer, but as yet have 
not added a trailer line, with the 
exception of a small baggage 
trailer. Dealers in this section 
must realize that Colorado people, 
when going on a vacation trip, 
within the state for the most part, 
go to the mountains. Steep 
climbs and sharp turns in our 
mountains cuts down to a con- 
siderable extent the possibilities 
of camp trailers here. On the 
other hand, one of the small bag- 
gage trailers can be sold for 
mountain trips. It is ideal for 
the man going out on a fishing 
or other camping trip. You do 
see quite a number of these camp 
trailers in the state at this time, 
but they are being hauled by cars 
with out-of-state licenses and you 
don’t see them in the mountains.” 

* cd * 


Dan Dunievitz, sales manager 
Tom Botterill, Inc., Hudson-Ter- 
raplane distributors, Denver: “We 
have given considerable thought 
to the camp trailer, but feel that 
it is not practical for Colorado 
people making vacation trips into 
the mountains of the state. Wind- 
ing highways with hairpin turns 
do not encourage addition of a 
large camp trailer. We do see 
possibilities in the small luggage 
trailer—in fact, we have one on 
our salesroom floor now. This 
trailer weighs but 500 pounds and 


* 
president 


| velops 





is ideal for hunting, fishing and 
camping trips in the mountains 
of this section. The only chance 
for us, as we see it, is to sell the 
large camp trailer to those wish- 


appreciated. Please write us 


ing to take a trip out of the state. 
We have not decided whether or 
not the camp trailer is an estab- 
lished unit of the industry that 
will grow in popularity or whether 


| it is something that will pass as 


did miniature golf.” 
. 2's 

Ottis Larson, president Larson- 
Nash Motor Co., Nash and La- 
Fayette distributor, only automo- 
bile firm in Denver that has a 
camp trailer agency: “We have 
sold a number of these units this 
summer and we expect to sell 
more as time goes on. It is our 
belief that the big sales of the 
camp trailer for Colorado dealers 
will come during the fall and 
winter months. They will be pur- 
chased by automobile owners of 
this state, not for use within the 
state, but for trips to the Pacific 
coast states and to the southern 
states. The camp trailer is an 
opportunity that will increase in 


value in the months ahead.” 
* * * 


Albert T. Brothers, Automotive | 


Twins, Inc., Bridgeport, Conn., 
Ford and Lincoln: “We are in- 
clined to wait and see what de- 
in the trailer field, 
with our present set-up we would 
not make the plunge without a 
thorough investigation of all fac- 


tors involved, such as discounts, | 


the situation as regards trades, 
and so forth. As we now handle 
two lines of passenger cars and 


a line of trucks, we already have | 
a good deal to occupy our atten-| 
trailer | 
it | 


tion. However, if the 
business becomes as big as 
promises to, we will undoubtedly 
be in it.” 

* * * 

Arthur L. Clark, Arthur 
Clark Co., Bridgeport, 
Buick: “The car dealer 
logical outlet for camping trail- 
ers, as he has complete facilities 
for display and demonstration 
and can sell trailers in conjunc- 
tion with cars. 
go together. 
selling trailers 


We expect to be 
eventually, al- 


though there is no way to judge | 


how soon that will be. We have 
on hand now a used trailer which 
was accepted in a trade.” 

* a * 

Fred L. Mills, The F. L. Mills 
Co., Bridgeport, Conn., Stude- 
baker and Pierce-Arrow: “We 
have not yet decided whether we 
will sell trailers; in fact, have 
given the matter no special at- 
tention. Until more of a demand 
for trailers develops in this part 
of the country, I am inclined to 
be skeptical. At present, the 
northeast has no planned camp 
facilities for the overnight park- 
ing of trailers and our highways 
are already congested with ordi- 
nary cars and trucks.” 

aw * * 

Chris Weidemann, Blue Ribbon 
Garage, Inc., Bridgeport, Conn., 
Dodge-Plymouth: “If we eventu- 
ally discover profit possibilities in 
trailers, we will certainly handle 
them, So far, however, Southern 
New England has seen no real 
demand for trailers. Our firm has 
received no inquiries in a long 
time, although there seems to be 
lively interest in the south and 
west.” E 

* * * 

F. A. Roehl, Roehl Nash Co., 
Lincoln, Neb.: “Doubt if any 
great profit possibilities for the 
automobile dealer in this vicinity 
in handling camping trailers in 
the very near future. A firm, not 


and | 


| trailers. 


| profit 


L. | 
Conn., | 
is the} 





The two naturally | 
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ENOUGH ICE CREAM to stretch from here to there was con- 
sumed at the annual Oldsmobile picnic at Lansing last week. Here 
D. E. Ralston, vice-president and general sales manager, and C. L. 


McCuen, president and general manager, get their third cone. 


an automobile dealer, near our | 
establishment has been handling | 
one of the better known camp | 
trailer lines this year, and while 
a number of the trailers were 
moved in the spring, it has been 
very slow going this summer. The 
hot and dry weather which ruined 
the corn in Nebraska may have | 
had considerable to do with this | 
sales slump, but I can see the} 
possibilities in handling such a| 
line in the next few years if| 
trailer sales keep increasing as| 
they have in the past in many | 
sections of the country. 

“One of the developments in 
this business, at least in this ter-| 
ritory, I think, will be a consid- 
erable business in second hand 
trailers and this would naturally 
cut in on any dealer profit in new 
I don’t believe that any 
automobile dealer around here has 
taken on the agency for cabin| 
trailers as yet although several | 
dealers in Omaha have done so.” 

* * * 

Joe Higgins, Lord Auto Co., 
Graham, Lincoln, Neb.: “While 
we have not investigated the pos- 
sibilities very much, I don’t be- 
lieve there is any considerable 
inducement in selling 
camping trailers as yet. Four) 
years ago we tried handling fold- 
ing tourist trailers and the ven- 
ture was rather’ discouraging 
from a profit viewpoint. I realize 
that the trailer demand has grown 
since that time, but I still think 
there are not enough substantial 
buyers to make a_ dealership 
profitable here. 

“Many persons are inquiring 
about these trailers, but from my | 
observations not many of them 
are bona fide customers. Un-| 
doubtedly people are becoming 
trailer-minded and there probably | 
are some distributors who are | 
making money. Under the present 
set-up, however, I do not see how | 


| with 


a dealer could give a distributor 
a cut and still make money. This 
year has given good evidence of 
the growing field in camp trailers 
and it is entirely possible . that 
some automobile dealers might 
find it to their advantage to push 
trailer sales in the next year or 
so. On the other hand, there is 
bound to be legislation entailing 
rigid inspection in store for the 
camping trailer and a lot of 
things will have to be ironed out 
before this business gets down to 
a good, substantial basis. There is 


| a large element of danger in pul- 


ling a large trailer behind a light 
ear at high speed over traffic- 
laden highways, and as the num- 
ber of such vehicles increases, 
state legislatures are sure to go 
into action. 


offenders.” 


* a * 


H. S. Galloway, sales manager 


| Fred S. Sidles Motors, Inc., Pon-| 
| tiac, Buick, LaSalle and Cadillac, 
| Lincoln, Neb.: 


“We have investi- 


ly, and are seriously considering 


taking on such a line next spring. | 


Our company already has pur- 
chased one for use of the house 


and it has proved to be a very| 


pleasurable and useful article. I 
am convinced there is a good field 
in selling these trailers and the 
buyer demand is growing all the 
time. We have had lots of in- 
quiries this year, but the trailer 
appears to be a seasonable article 
its best selling season, 
around here at least, in April, 
May and June. For that reason 
we are not considering taking on 
a dealership until next spring.” 
* * * 


W. A. Dailey, Dailey Motors, 
Pontiac, Lincoln, Neb.: “I don’t 
believe the touring trailer fits in- 
to our selling picture here in 


PICNICKERS.—The entire Oldsmobile organization adjourned one 
day last week for the annual picnic. Between athletic contests, how- 
ever, conversation always came back to business among the execu- 
tives present. Above left to right are V. C. Havens, advertising man- 


ager; D. P. Brother, president of 


Oldsmobile’s advertising agency, 


and D. E. Ralston vice-president and general sales manager. 


Some of the home-| 
made trailers are especially great | 


| dealers 
| this line.” 


Lincoln as yet. One person’s guess 
is as good as another as to future 
prospects, but as I see it there 
isn’t enough turn over to make 
such a line profitable in the very 
near future. For this vicinity, 
sales will have to pick up a lot 
before the automobile dealer can 
afford to consider the camping 
trailer seriously as a_ profit 
maker.” 
7 + Eo 

C. H. Stedman, sales manager, 
W. R. Stephens Co., Buick-Pon- 
tiac, Minneapolis: “I can’t think 
of anything nicer for a dealer 
than a trailer set-up. They are all 
clean sales and only about 5 per 
cent of them are financed and 
there are no trade-ins. We are 
distributors in Minnesota and 
western Wisconsin for Covered 
Wagon trailers and find many 
are anxious to take on 


* * 


H. Anderson, sales 
Anderson Motor Co., Plymouth- 
Dodge, Minneapolis: “I don’t 
think much of trailer possibilities 
and to my way of thinking there 
is not enough profit in the busi- 
ness to make it interesting to an 
automobile dealer.” 

* * a 

W. V. Harrington, W. V. Har- 
rington Motors, Inc., Ford, Min- 
neapolis: “I haven’t given much 
thought to trailers and their profit 
possibilities. We have been too 
busy with our own problems to 
pay much attention to them.” 


* 
manager, 


‘Ex-President 


Of Studebaker 
Succumbs at 84 


SOUTH BEND, Ind.—Frederick 
S. Fish, 84 years old, former 
president of the Studebaker 
Corp., died here Thursday follow- 
ing a long illness. 

Mr. Fish was born in Newark, 





N. J. He studied law, practiced 
in Newark and was elected City 
Attorney in 1880. He also served 


ae N Jers isl 
gated the possibilities of profit in| in the New Jersey legislature and 
camping trailers rather thorough- | 


| 


later became lieutenant governor. 

He married Miss Grace Stude- 
baker in 1887, and in 1891 became 
general counsel of the Studebaker 
Brothers’ Manufacturing Co., now 
the Studebaker Corp., later rising 
to the presidency. 


GM Executives 
Visit Cleveland 


DETROIT. — Ranking execu- 
tives of the General Motors Corp. 
here are visiting the Great Lakes 
Exposition today (Saturday), for 
“General Motors Day.” They in- 
clude William S. Knudsen, execu- 
tive vice-president; Charles F. 
Kettering, vice-president in 
charge of research; L. P. Fisher, 
vice-president; E. F. Fisher, gen- 
eral manager of the Fisher Body 
Corp. and Harley Earl, director of 
the art and color section of GM. 

Coincident with their arrival, 
more than 500 General Motors 
employes from Detroit will ar- 
rive by boat to spend the day on 
the exposition grounds. Included 


| in this group will be the Pontiac 


Motor male chorus of 70 voices 
and the Chevrolet Glee Club of 
Detroit with 35 voices. Both or- 
ganizations will sing at various 
times during the day from the 
Exposition shell. 

The executive party will be 








welcomed officially to the exposi- 
tion by Lincoln Dickey, general 
manager. At noon, they will be 
guests at luncheon in the ball 
room of the Hollenden, tendered 
by General Motors dealers in the 
Cleveland area. Lincoln R. Scafe, 
resident manager of the Fisher 
Body plant in Cleveland, will be 
toastmaster. Knudsen will be the 
principal speaker. 

Following the luncheon, Cleve- 
land employes of the Fisher Body 
and Winton Engine plants are ex- 
pected to join in a tour of, the 
exposition grounds. - ie 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 


10TH. YEAR 
authentic and of value.—(ADN 6-10-1933) 
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Trailer Progress 


z* a meeting of camp trailer manufacturers held this 
week at Cedar Point, O., in conjunction with the 
annual gathering of the Tin Can Tourists Assn., at San- 
dusky, the Trailer Coach Manufacturers Assn. was organ- 
ized. This organization will be charged with bringing 
order out of the more or less chaotic conditions which 
have existed in this budding industry, due largely to the 
rapidity of its growth. 

Chief among its responsibilities will be to reorganize 
and co-ordinate the various trailer exhibits which are held 
during the summer and winter. Two such exhibits have 
been held during the current month at Manistee, Mich., 
and Sandusky, Ohio, under the sponsorship of the Tin Can 
Tourists Assn. For the TCTA, it must be said that it has 
done splendid pioneering work in arousing public interest 
in trailer touring. It was these hardy souls who laid the 
groundwork upon which a new industry is now building 
TCT show efforts, however, have been incidental to its 
meetings rather than a dominating factor. There is little 
question that real organization and showmanship are now 
needed to sustain and strengthen this new industry which 
is rapidly growing to giant proportions. This type of 
organization the TCMA can supply. 

In addition, it must be expected that as the trailer in- 
dustry grows, much adverse legislation will be thrown in 
its path. Then, too, there will arise costly and unwise 
patent litigation and other disputes, all of which could be 
circumvented adroitly by a wide awake organization of 
manufacturers. 

We welcome this new organization to the roster of auto- 
motive groups. We sincerely hope that all dealers and 
manufacturers engaged in the building and selling of 
trailer coaches will give it unstinted support, as we believe 
the real success of the trailer industry depends largely 
upon a wide-awake and truly representative central body. 
Only the full support of the entire industry can make it 
such. 


On to Detroit 

Jp pECIsSION as to whether or not the headquarters of the 

National Automobile Dealers Assn., shall be moved to 
Detroit from St. Louis, now rests with the directors of 
that organization. Recommendations favoring that change 
were made this week at a joint meeting of NADA officials 
and representatives of the Automotive Trade Association 
Managers here. 

Automotive Daily News heartily favors this change of 
address. It is our belief that closer co-operation between 
factory executives and dealers can best be furthered by 
this move. And co-operation and mutual understanding of 
each others’ problems will become more and more es- 
sential as volume grows and business complexities in- 
crease. 

We hail also the apparent accord between the present 
leadership of NADA and the leadership of local associa- 
tions. As ADN urged early this spring, we would like to 
see all these groups, which have common interests at 
heart, welded into one unified organization with a single 
set of dues blanketing membership in all, much the same 
as the present set-up of the American Automobile Assn., 
with the NADA serving as a central body disseminating 
all types of information vital to dealers throughout the 
country. We sincerely hope that such a set-up is not far 
in the future. 


"—a word in 


! ise 


By the Publisher 


PRAISE 
FROM 
CAESAR! 


We like to open our 
mails these days. Most 
of the letters have 
something nice to say 
about the Almanac for 1936, which 
was mailed to all subscribers last 
week. The only kicks we have 
had came from those, who for one 
reason or another, were omitted 
from the “Who’s Who” or the 
“Buyers’ Guide” sections. In most 
cases we find our requests for the 
information contained had been 
willfully or otherwise overlooked, 
even after we had sent out sec- 
ond and third requests. We hope 
the responsibility for such a woe- 
ful lack of co-operation can in 
every case be pinned directly on 
the person to blame. We would 
have preferred to have these two 
sections 99.44 per cent complete, 
but, as a matter of policy, to in- 
sure absolute accuracy we insisted 
that the information published be 
furnished by the concern listed. 
Some did not respond. As it was 
we nearly doubled the listings 
compared with the 1935 book. 


* * * 


WE ARE PRETTY proud, too, 
of the fact that the 1936 Almanac 
contained 144 pages, whereas its 
predecessor had only 110! That it 
contained a total of 135 display 
advertisers whereas the first book 
had only 63 and the second 60. 
Probably we should point out, too, 
that the percentage of editorial 
matter to advertising space sold 
was higher than in either previous 
book (roughly 60 per cent edi- 
torial to 40 per cent advertising) 
although it was actually 55 per 
cent ahead in advertising revenue. 
This means we have proved that 
we will plow back into this. im- 
portant annual a generous part 
of the financial support from our 
advertisers who make it possible. 

* x + 

OUR READERS seem to like 
particularly the new title “Auto- 
motive Almanac” and we feel 
that actually we have in three 
years created a new and very 
genuine service to every man who 
directly or indirectly makes his 
living from the manufacture and 
sale of motor vehicles in this coun- 
try. There had been many at- 
tempts at a similar compilation 
of statistics and historical data 
on “America’s greatest industry” 
by others, but we have yet to see 
anything ever published which 
even remotely compares in its 
completeness with our third edi- 
tion. Many of the newspaper book 
reviews already have confirmed 
our own modest opinion. 

* x * 


THE ALMANAC was by no 
means the result of the work of 
any one individual on ADN’s 
staff—every man and woman con- 
nected with this organization gave 
unstintingly of his or her time to 
make it possible. Many others 
not on our payrolls burned the 
midnight oil to collect the intri- 
cate data and statistics which 
are about the hardest thing to 
compile in all the publishing busi- 
ness. To every person, however, 
who had anything to do with its 
final accomplishment must come 
the genuine satisfaction of seeing 
a completed job well done and we 
hope that they will be in the line- 
up to take the bows and the bou- 
quets which are now being tossed. 

* * J 


PERHAPS I should mention 
that a check-up made this morn- 
ning (seven days after the first 
book was mailed) shows less than 
a thousand Almanacs still on 
hand and these are going out at 
the rate of 60 to 100 every day on 
orders from readers, libraries, etc. 
We were afraid of this. We 
warned our readers to order extra 
Almanacs in advance and a great 
many did, so many in fact that 
it appears now the supply will 
soon be exhausted. From now on 
it will be a case of “first come” 
and the price is $3 to non-sub- 
scribers, $2 to regular subscrib- 
ers.—G. M.S. 
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Joining the Family 


in This 
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The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Recalls Old Cars 


I am very much impressed with 
the magnitude of effort and de- 
tail that was necessary to*publish 
the “Automotive Almanac for 
1936”. 

The “Roster of American Car 
Makes, Past and Present” is very 
interesting to me, bringing back 
to memory scores and scores of 
makes, familiar at the time I was 
a distributor, beginning in 1907 
and have been secretary of the 
Des Moines Automobile Assn., 
Ine. since 1910. 

In response to the boxed re- 
quest, may I mention that two 
brothers by the name of Bishop 
have experimented and built sev- 
eral steam automobiles, operating 
at Mitchellville, Iowa, and re- 
cently have acquired a former 
brick and tile plant, at Carlisle, 
Iowa, and are continuing their 
experiments. 

At one time, they were offered 
$100,000 for a 51 per cent holding 
and refused it. 

Cc. G. Van Vliet, secretary, Des 
Moines Automobile Dealers Assn., 
Inc. 


Found Figures 


We wish to acknowledge receipt 
of the Automotive Almanac 
which is a wonderful compilation 
of information regarding the au- 
tomotive industry. I read it at the 
hotel in Detroit, on the train, in 
the office, and finally at home 
and have to start reading it over 
again. 

I had planned when I waz i~ 
Detroit to look over some of your 
registration files for 1934. but 1 
was too busy. I then deci7ted tha‘ 
I would go down to Mr. Cotton’s 
office and look over some of the 
1934 issues. To my surprise and 
delight, I found the figures 1 
wanted in the 1936 Automotive 
|; Almanac. Another very interest- 
ing page to me was the Roster of 
American Car Makers—Past and 
, Present, which is easily the most 


complete list I have ever seen, 
and my activities go back to 
nearly all of them. 

Each member of the organiza- 
tion deserves much credit for this 
special issue, and for every issue 
of the Automotive Daily News.— 
J. J. McMahon, Corn Belt Farm 
Dailies, Chicago. 


Ottawa Show 

We beg to advise you that the 
Automobile Dealers of Ottawa 
under the auspices of The Ottawa 
Automotive Trades Assn., Ltd., 
will hold a motor show at the 
Chateau Laurier, Ottawa, com- 
mencing on Nov. 16 to and in- 
cluding Nov. 21, 1936. 

For further information apply 
to M. J. Runge, show manager, 
479 Bank street, Ottawa, Ont.— 
The Ottawa Automotive Trades 
Assn., Ltd. 


AS OTHERS 
SEE IT 


Car Sales Records 

The estimate, by the R. L. Polk 
Co., that new passenger car sales 
in July amounted to 350000 units 
is the more striking because, 
under the industry’s fall model 
regime, July was the ninth month 
of the current production sea- 
son. 

The estimated July sales were 
exceeded by only two previous 
Julys, in 1926 and 1929. But July 
in those years was, of course, only 
the sixth month of the season. 
Accordingly this July’s bumper 
sales would compare more ac- 
curately with the September or 
even the October sales of the two 
previous years mentioned. 

If the exceptionally sustained 
demand this year may be viewed 
as reflecting the trend of car buy- 
ing, the new season’s production 
and sales should continue to set 
records.—The Detroit News. 
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THE SHOW SELECTS THE AUDIENCE 


°o 


AT MEADOWBROOK 


The drumming of fleet hoofs racing 
the click of 
mallet on white ball . . . a long drive 


over springy turf... 


down field. Men and women in the 
stands lean forward in their seats, 
tense with the excitement of a great 
sport. . . . Two ponies, two riders 
move headlong, stirrup to stirrup, in 
pursuit of the ball . . . a long sigh of 
relief as the back comes up to make 
a magnificent save. Brief, crackling 
applause dies into a hushed expec- 
tancy as a new crisis swiftly develops. 
Polo’s a man’s game . . . but it 
draws men and women both . 

men and women who react to the 


best in sport and life. 


readers every month . . . drawn by the special char- 
acter of Redbook’s editorial policy . . 
at one sex alone 


- not directed 
. . . but directed at both men and 
women, at the immense audience of alert minds, 
whose intelligent good taste rejects sloppy sentimen- 
tality, whose vitality demands something more than 
cold intellectual analysis. 

The average yearly income of the families in the 
Redbook audience is $4156—three times the general 
average for America. That means forward-looking, 


money-making families, growing and spending — 347 
out of each 1000 Redbook families expect to buy a 
new car this year. 

Each month this select audience of 1,000,000 men 
and women gathers in the Redbook arena. Each 
month the show is built to their discriminating taste. 
You can put your product before this responsive 
group for $2.48 per thousand circulation. 


A FINE SHOW SELECTS A FINE AUDIENCE. 
ADVERTISE TO YOUR BETTER CUSTOMERS IN REDBOOK, 


Authors of quality write for REDBOOK. Alert men and women read them. 


WILLIAM McFEE 
HUGH WALPOLE 
P. G. WODEHOUSE 


SINCLAIR LEWIS 
SIR PHILIP GIBBS 
PHILIP WYLIE 


DASHIELL HAMMETT 


CORNELIUS VANDERBILT, JR. 
PEARL BUCK EDITH WHARTON 
CARL SANDBURG PHIL STONG 
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Believes Good Lubrication is Best Advertising 


Improved F acilities Lift 
Business 60%; Aid Sales 


PORTLAND, Me.—Four years 
ago the Forest City Motor Co, 
Chevrolet dealer here, had one 
lubrication lift. Today the com- 
pany has four, two hydraulic and 
two electric, and is seriously con- 
sidering a fifth outfit. 


According to S. E. Gemmer, 
president and general manager, 
its lubrication department is the 
result of one thought. He con- 
Siders the shop as the outstand- 
ing means to sell cars. A good 
service reputation, he believes, 
along with good equipment and 
facilities for quick and efficient 
work, results in more prospects 
for new and used cars than all 
the other advertising the firm 
can do. 

It isn’t only advertising that the 
company gets from its lubrication 
department, Business has grown 
considerably and today is 60 per 
cent ahead of what it was three 
years ago. During the past three 
months, the company reports it 
averaged 48 chassis lubrication 
jobs a day, along with 107 quarts 
of oil sold every day. 


Gemmer says he handles a good 
grade of oil and this, along with 
a periodic follow-up on_lubri- 
cating jobs, increases business 


New car sales volume is in di- 
rect proportion to the number of 
contacts made, he reports. 


“If we can look at the shop 
and lubrication department from 
a standpoint of ‘contacts,’ Gem- 
mer said, “we can realize a na- 
tural increase in new car sales 
from this source. And it is cer- 
tainly proving out this way.” 


Bosley Appointed 


MILLERSBURG, Pa. — A. Ellis 
Bosley has been appointed a repre- 
sentative for the Keystone Reamer 
& Tool Co., this city, in the follow- 
ing territory—Illinois, Missouri and 
Kansas. Bosley will make his head- 
quarters in St. Louis. 





Shop Mechanics 
Return to Work 
In Washington 


WASHINGTON.—The strike of 
automobile mechanics which had 
handicapped the service estab- 
lishments of Washington dealers 
since May has just been termi- 
nated by Lodge 193 of the Inter- 
national Assn. of Machinists. 

Members of the Washington 
Automotive Trade Assn. stead- 
fastly refused to abandon their 
open shop policy, and will con- 
tinue to do so. However, union 
leaders stated that the strike had 
brought some concessions from 
the dealers in the form of in- 
creased wages and shorter hours. 

At the same time the strike 
was called off, union members 
also voted to revoke the suspen- 
sion of strikers who returned to 
work at two garages before the 
walkout was terminated officially. 
Action to place all shops on the 
Central Labor Union’s “unfair 
list” will not be pressed, it was 
stated. 

It is believed that re-employ- 
ment of strikers by dealers has 
been general. 

In its earlier stages the strike 
was marked by several outbursts 
of violence, and many of the 
dealers’ establishments have been 
picketed for a period of months. 

While no official statement has 
been forthcoming from the Wash- 
ington Automotive Trade Assn., 
it is understood that members 
are satisfied with the situation as 
it stands. 


Foreign Order 
FPONTIAC.—Pontiacs are invading 
foreign fields. General Motors of 
Japan has sold its largest Pontiac 
fleet order to date—23 sixes for taxi- 
cab service at Hiroshima. 


Count 20 points each for the correct answers 
to the following questions. Can you score 80? 
Don'tlook now, but the answers areon page 90 


1. 
play at— 


The first “horseless carriage” 


is now on dis- 


The Field Museum _ The Smithsonian Institute 


Coney Island 


The New York Museum 


When a man says “Okeechobee,” he means: 


An Indian herb 


A disease of the lungs 


An ultra-modern vegetable A lake inFlorida 


To what tolerances are I. 


D. and O. D. of 


Bundyweld Tubing held? 


In baseball, a “cripple” is: 
Aplayer witha brokenleg Along foul ball 


A pitch with nothing on it 


A bat rack 


When you say “Tyrannasaurus Rex” you are 


referring to: 
Julius Caesar 


A Mental Condition 


Your mother-in-law A prehistoric dinosaur 


The Muswer OTM a eee 


BUNDY TUBING 


BUNDY TUBING CO 


DETROIT 





WITH THE MODERNIZATION of its lubrication department, business jumped up 60 per cent for 
the Forest City Motor Co., Chevrolet, at Portland, Me. The firm averages 48 lubrication vm a day and 


sells 107 quarts of oil a day. 


Fall Sales Prospects Good 
Seattle Dealers Report 


By D 


SEATTLE—tThe next important 
announcement locally will be the 
name of the successor of Eldridge 
Motors, Inc., Buick distributors. 
Reports here indicate that it will 
be a General Motors setup, the 
dealer-manager to arrive shortly 
from the east. Other news of the 
week is the appointment of Bill 
Culberson Motors, as Reo distrib- 
utors for western Washington, 
Roy Puckett, district manager for 
Reo, arranging the deal. Culber- 
son reports keen interest in Reo’s 
return to this section, with Au- 
burn and Cord sales also showing 
some activity, his company now 
have these three models for west- 
ern Washington distribution. 

Carl Heussy, secretary-manager 
of the Seattle Automobile Dealers 
Assn., and auto show manager, is 
back from attendance at western 
conference of Commercial and 
Trade Secretaries, in Los Angeles, 
where he was elected to board of 
governors. In Los Angeles Heussy, 
representing Seattle, J. H. Cas- 
sell for Portland, Bert Roberts 
for Los Angeles and Geo. Wal- 
gren for San Francisco, discussed 
Pacific coast auto show plans. 
Dates of Seattle, Los Angeles and 
San Francisco overlap so that 
they conflict with any plans for 
a circuit of attractions. However 
there is no _ conflict between 
Seattle and Portland, the former 
show being the week prior to 
Portland and the two cities may 
unite on attractions, to play both 
shows. 


Heussy also announced plans 
for a golf contest between Port- 
land and Seattle dealers, at Port- 
land, Aug. 19. Tacoma, Olympia, 
Centralia, Chehalis and Vancou- 
ver dealers may augment the 
Seattle delegation. It is hoped to 
make the inter-city tournament 
an annual affair. 


For first week of August new 
car sales hit a fair clip, with 
Chevrolet off to a slight lead, the 
three leaders however 
bunched closely, as 
Chevrolet 66; Ford 63; Plymouth 
59. Other leaders were far behind, 
as follows: Oldsmobile, 17; Dodge, 
14; Buick 13; Pontiac, 12. Truck 
leaders: Chevrolet, 10; Ford, 9; 
Dodge 6. Total car sales for the 
period were 295, compared to 916 
in 1935 for the entire month of 


August. Truck totals for the week, | 


38, with 135 the month’s total a 
year ago. 

Demand for new cars continues 
strong, and used cars are also 
moving nicely. However, soon the 
public will start waiting for the 
1937 models. Yet this is far in the 
distance and dealers look for ex- 
cellent fall sales. 

At the weekly dealer meeting 
a uniform employment application 
blank was discussed with em- 
phasis placed upon applicant’s 
citizenship. Classified advertising 


being | 
follows: | 





. M. TREPP 


was discussed, especially the rule 
against advertising current mod- 
els of a make other than the car 
for which dealer holds franchise. 
With cleanup period approach- 
ing, it is urged this rule will be 
strictly adhered to, as it has 
worked satisfactorily for more 
than a year past. 

The service managers associa- 
tion has just held a_ successful 
meeting at the Washington Ath- 
letic club, with future meetings 
to be every second Wednesday of 
each month. That the _ service 
manager, and not the used car 
managers, hire used car mechan- 
ics, was the concensus at this 
meeting, for better morale in that 
Gopartmont. 


Huge Parade Marks 


Dodge Dealer Opening 
PHILADELPHIA. — George H. 
Thornton, president and general 
manager of the Thornton-Fuller 
Co., Dodge dealer, made use of 
showmanship in opening its new 
showroom and service head- 
quarters. A parade in the form 
of a caravan of Dodge and Ply- 
mouth cars traversed the central 
part of the city. 

Mounted on 60 trailers were 240 
Dodge and Plymouth passenger 
cars and Dodge trucks, that had 
come direct from Detroit on the 
morning of the parade. The lineup 
was described as the largest single 
truck-away shipment of new auto- 
mobiles to enter Philadelphia. 


t @ 





Pontiac Planning 


Big Heater Sales 


PONTIAC.—This past season 
Pontiac dealers broke all records 
in heater sales by selling over 
50,000 heaters compared to 16,000 
the previous season, according to 
O. A. Lamoreux, parts and acces- 
sories manager. 

Pontiac’s new fall and winter 
accessory program anticipates be- 
yond all past comparison the 
greatest year that Pontiac dealers 
have ever experienced in the sale 
and profit on winter accessories, 
it is said. 

New de luxe and master heaters 
have new improvements. Addi- 
tional winter accessories are be- 
ing provided, such as the de- 
froster fan which proved so popu- 
lar this past year. In addition, a 
new electric windshield defroster 
has been released. Pontiac is also 
releasing frost shields for applica- 
tion to all windows and venta- 
panes. 


New Bumper Firm Will 
Specialize in Trailers 

NEW YORK.—A new bumper 
service station has been estab- 
lished in New York at 558 West 
54th St. under the name of the W. 
W. Crafts Co., by F. Welfel and 
E. J. Wheeler who were connected 
with Bumpers, Inc. for many 
years. 

The new concern will specialize 
on replacement service and spe- 
cial equipment for house trailers 
and commercial use. 
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Bedford Cords 


do not collect dirt and dust 


SIDEWALL FABRICS 


HEADLININGS 


CURTAIN MATERIALS 
PACIFIC ACOUSTIC PANELS 


PACIFIC MILLS 


Boston 


THERE IS NO PROFITABLE 


New York 


Detroit 


SUBSTITUTE FOR QUALITY 





Muddled Direction Signal Laws Being [roned Out 
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Massachusetts and Gov't 
Rulings Result in Tangle 


By JAMES T. SULLIVAN 


BOSTON. — Directional signals 
for trucks and buses which were 
being ordered on certain types of 
vehicles by various ‘states in the 
east, and that will be compulsory 
on those in interstate travel un- 
der the new Bureau of Motor 
Carriers Act of the Interstate 
Commerce Commission is_ in 
somewhat of a mixed up status. 


In Massachusetts the new law 
was to go into effect July 1. It 
was later postponed until Aug. 1. 
Now it has been suspended until 
Oct. 1. One reason is that at a 
big hearing on the signals re- 
cently practically all speakers re- 
quested that no action be taken 
until the federal law was opera- 
tive. Truck and bus owners did 
not want to be obeying a Massa- 
chusetts law and violating a fed- 
eral law, and vice versa. 


Passenger Cars 


Massachusetts worded its law 
so it really included all passenger 
cars as well as certain trucks 
and buses. At the hearing Com- 
missioner Charles H. Callahan 
said the law might be amended 
to exclude the cars. The Bay 
State ruling is that there must 
be two in front and two in the 
rear. An amendment exempts old 
trucks with acetylene gas lamps 
and no electrical equipment. 

In the Bureau of Motor Car- 
riers Act only two are required on 
the rear, and in some cases only 
one. If truck and bus operators 
followed the federal law their 
owners might be prosecuted in 
Massachusetts for having only 
two lights. There would then 
come up again the question of 
state rights. 


A committee of the Motor 
Truck Club of Massachusetts 
went over the proposed federal 
law very carefully. John L. Rog- 
ers, director of the Bureau of 
Motor Carriers, sent letters to 
truck and bus owners, with a bul- 
letin giving the draft of the fed- 
eral law, suggesting comments 
and criticism. 

The Motor Truck Club made 
some recommendations. It sug- 
gested that vehicles operating 
under state laws should not be 
penalized by the commission if 
laws differed. Also that the fed- 
eral law should include all com- 
mercial vehicles instead of those 
operating for hire. 


Oppose Signal 


The truck club committee went 
on record as opposed to any di- 
rectional signal which indicates 
a turning direction, especially 
where its operation is depending 
solely on.control by the driver. 
Its report states that such sig- 
nals will lead to accidents instead 
of diminish them. Especially 
when drivers fail to cut the sig- 
nal off after making a turn as 
indicated. 

Its suggestion is that the fed- 
era] bureau withhold prescribing 
any signals until there has been 
developed a combination tail and 
caution stop light with a flashing 
signal. The report goes into the 





Time Payment Plan 


Studied in Poland 
WASHINGTON.—A time pay- 
ment plan for purchasing auto- 
mobiles is under consideration in 
Poland, it has been reported to 
the Department of Commerce by 
George R. Canty, Commerce At- 
tache at Warsaw. 

A project for the creation of 
an “Automobile” bank in Poland 
for the financing of the sales and 
purchases of automobiles, in con- 
nection with the development of 
Poland’s motorization program is 
said to be before the Economic 
Committee of the Council of Min- 
isters for consideration, the re- 
port states. 


matter thoroughly based on the 
opinions of truek club members 
who operate thousands of vehicles 
and have been in the business 
many years. 

Meanwhile, at Washington the 
Bureau of Motor Carriers officials 
are making studies of laws, lights 
and safety requirements to gov- 
ern trucks and buses in interstate 
travel. They are seeking unifor- 
mity. But not at the expense of 
safety. With some Pacific Coast 
states rejecting nearly add di- 
rectional signals and_ eastern 
states approving 10 or more, also 
variation in state laws, the fed- 





Hoffman Writes 
10 Safety Edicts 


SOUTH BEND.—Ten simple 
but vital rules for safer driving 
are being publicized by Paul G. 
Hoffman, chairman Safety Traffic 
Committee; Automobile Manufac- 
turers’ Assn. and president of 
Studebaker Corp. 

The rules are: 

1. Never overtake a car unless 
you are positive that there is 
ample space ahead; that means, 
of course, never on a curve or a 
hill. 

2. Slow down when approach- 
ing all intersections including 
private driveways and thus have 
your car under complete control 
and prepared to stop. 





eral group finds itself in a rather 3. Slow down when approach- 
difficult position. ing any child or pedestrian and 


thus be prepared‘for any unex- 
pected movement. 

4. Keep your brakes and lights, 
in fact your entire car, in good 
condition, as safe a condition as 
when it was new. 

5. Stop on red traffic signals 
and stay stopped until the light 
has turned green. Rushing signals 
invites disaster. 

6. Come to a dead stop at stop 
signs because the other fellow 
has the right of way. 

7. If you have been drinking, 
don’t drive. Of course, you be- 
lieve you are sober, but the evi- 
dence is all against sober drivers 
who have been drinking. 

8. Slow down to compensate 
for slippery streets caused by 
rain, snow or ice. 

9. Slow down when driving at 
night. There is no substitute for 
daylight when it comes to visi- 
bility. 

10. _Always drive at a }_Speed 


DO YOU WANT COMPLETE FACTS s/ 


ABOUT STORE FRONTS . 


a 


It will bring you our specially prepared handbook of facts about store fronts 


and interior painting. 


Contains complete information on Pittco Fronts; photo- 


graphs of actual Pittco-remodeled properties everywhere; price data; interesting 


statistics on how modernization meant better business to the stores pictured 


! ! 


You need t!:is bool: 


Y OU would naturally expect a new Pittco Front 


on your showroom to attract more prospective 


car buyers. And it does. But there is another 
advantage, of equal or greater importance, which 
Pittco-modernization brings you. A modern Pittco 
Front creates an atmosphere, a subtle feeling of 
quality in your sales rooms which helps you to sell 
customers higher priced models of the cars you 
handle. This means that you not only 
have better satisfied customers, but that 
you increase your unit sale. And profits 
row accordingly. So don’t delay any 
onger. Remodel your showrooms with 
a new Pittco Front . . . and build the 
type of business in your community that 
you can be proud of. Our staff of experts 
will gladly cooperate with you and your 


CARRARA STRUCTURAL 


PITTCO STORE FRONT 


Mail the coupon for your free copy. 


Here is an auto sales room in Pittsburgh, Pa., 


which will permit you to stop 
within the assured clear distance 
ahead. If you don’t get in a jam, 
you won't have to get out of one. 


“Old Freddie”’ 


Dies a Martyr 
SHREVEPORT, La. (U 
TPS).—Old Freddie, last of 
Shreveport’s fire-horses, is 
dead—a martyr to a mech- 
anized world that took his 
job and then his life. 

Since 1920 Freddie had 
been reduced to pulling 
garbage wagons instead of 
racing proudly ahead of a 
glistening pump. 

This week a hit-and-run 
motorist struck the horse, 
inflicting a leg fracture that 
necessitated the animal’s 
destruction. 
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which 


has been made modern and attractive by the use of a 


new Pittco Store Front. 


with a new Pittco Front . . . 


of your unit sale. 


Remodel your showroom 


and increase the amount 


architect in working out a front to suit your needs 


and pocketbook. 


PITTSBURGH TIME PAYMENT PLAN 


Take up to 2 
Front. 


years to pay for your new Pittco 
Merely make a 20% down payment and 


then pay the balance in easy monthly installments 


at low F. H. A. rates. 


i T Tc C O nines Pain 


a RE FRONTS 


glass..metals, paint 
_Peopucrs OF 
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ICC Will Probe Motor Carrier Work Hours; Safety 


Dates for Investigations 


Will be Set by Commission 


WASHINGTON. — 
tions into two of the most con- 
troversial issues under the Motor 
Carrier Act—maximum hours of 
service of employes of for-hire 
carriers and the need for safety 
requirements for private carriers 
—have been ordered by the Inter- 
state Commerce Commission. 

Hearings on the questions will 
be set later by the commission. 

The Ex Parte No. BMC 2 order 
stated that “with a view to the 
establishment of reasonable regu- 
lations,” inquiry had been ordered 
into the matter of maximum 
hours of service of employes of 
all common carriers and contract 
carriers of property by motor ve- 


Investiga- 


commerce, including those oper- 
ating over regular or irregular 
routes, those engaged in seasonal 
operations, and those exempted 
or conditionally exempt from all 
provisions of the law except those 
dealing with safety, equipment 
standards and hours of service. 

In the latter category are ve- 
hicles operated by farmers, by 
agricultural co-operative associa- 
tions, and used exclusively in 
hauling livestock, fish, unpro- 
cessed agricultural products and 
newspapers, and also transporta- 
tion in “municipal” areas, and 
“casual, occasional or reciprocal” 
transportation, which is condi- 
tionally exempt. 





order also applies to passenger 
carriers, the inquiry into “the 
need” for private carrier safety 
requirements applies only to 
property carriers. The contem- 
plated private carrier regulations, 
as set forth in the Ex Parte No. 
BMC 3 order, would embrace the 
issue of maximum hours of serv- 
ice. 

This investigation was ordered 
“for the purpose of determining 
whether, in the interest of, and 
to promote safety to, the general 
public, there is need for the 
prescription of qualifications and 
maximum hours of service of 
employes and standards of equip- 
ment in connection with the op- 
eration of motor vehicles used in 
transporting property by private 
carriers.” 

The first Ex Parte investigation 
ordered about three. weeks ago, 
involves the matter of perman- 


credit by common and contract 
truck operators. 


By undertaking the two new 
investigations, the commission 
now has virtually the entire 
safety program, as contemplated 
by the Motor Carrier Act, in 
process of development. 


Only about five weeks ago, the 


Bureau of Motor Carriers issued 
its proposed safety rules for for- 
hire carriers under the Act. In- 
terested parties were asked to 
submit comment and criticism by 
Aug. 1. 

Despite the fact that the Safety 
Section of the Bureau took pains 
to consult 23 organizations before 
it issued the proposed rules, and 
attempted to make them conform 
with existing state requirements 
as nearly as possible, it is under- 
stood that they have been sub- 
jected to severe criticism in some 


hicle in interstate or foreign 


While the hours 


of service 


ent rules to govern extension of 


quarters. 








“Wait till I tell the American 
Automobile Association” 


WHO IS GOING TO BUY YOUR 


RETEND you're salesmanager for 
a big automobile company. And 
you’re out tomakea killing in sales this 
year and next. Let’s put down some 
of the questions that need answering: 

What people are going to buy your 
car? Where do they live? How can 
you reach them? 

Here in front of us, as we write 
this, we have a map that shows the 
41 primary trading areas where you 
find 50 to 84% of the new car regis- 
trations, depending on the make. 


New York Motor Show Issue 
dated Nov. 14—out Nov. 11 


a ~ ee. 


af 


That’s the market. The lion’s share 
of it. That’s where you'll pick up 
sales in 1937. 

The question is: How can you single 
out your best prospects in these top 
grade territories? Los Angeles, Seattle, 
the Twin Cities, Chicago, Detroit, 
and all the rest on east to New York? 
Wouldn’t it be fine if there were a 
magazine with concentrated circula- 
tion in this rich territory—one which is 
edited for precisely this type of people? 

There IS such a magazine—with 


CAR? 


86% of its readers living and buying 
in your best territory. THE NEW 
YORKER, a national, coast-to-coast 
weekly of selective circulation. Its 
132,000 buyers (multiplied by six 
readers per copy on the average) are 
the buy-first, style-setting people in 
your 41 largest markets. They are the 
people other people copy. Your most 
profitable customers. 

May we show you how little it 
costs to have this exclusive audience 
at work for you? 


THE 
NEW FORRER 


SELLS THE PEOPLE OTHER PEOPLE COPY 





Helpful 


I have just received copy 
of the Automotive Alma- 
nac, 

A glance through it con- 
vinces me immediately that 
you have done another good 
job. 

The information con- 
tained will be very helpful 
to us I am sure and we will 
refer to it often for reliable 
information pertaining to 
the automotive industry. 

Congratulations on _ this 
excellent work. — Frank 
W. Judson, vice-president, 
Pittsburg Plate Glass Co., 
Pittsburgh. 








Many Ideas for 
Truck Safety 
Offered to ICC 


WASHINGTON.—Many helpful 
suggestions and criticisms about 
the proposed safety regulations 
of interstate carriers have heen 
received by the Interstate Com- 
merce Commission, it is reported. 

“These suggestions,” said H. H. 
Kelly, chief of the safety section, 
“indicate that more concentrated 
and constructive thought has 
been given in the last few weeks 
to the matter of promoting safety 
on the highways than has been 
evidenced since the meeting of 
the national conference on street 
and highway safety in 1934.” 

Kelly inferred that many of the 
suggestions would be incorpor- 
ated in the final rules to be is- 
sued by the commission. 

Among the organizations com- 
menting on the proposed rules 
were the Motor Truck Club of 
Massachusetts, Motor Truck Club 
of Kentucky, New York State 
Motor Truck Assn., Truck Own- 
ers’ Assn. of California, Indiana 
Motor Traffic Assn., Rhode Island 
Truck Owners’ Assn., Ohio Assn. 
of Commercial Haulers and the 
Colorado Trucking Assn. In addi- 
tion, suggestions were received 
from many individual operators, 
it was said. 


Motor Carriers 
Name Bert L. Penn 


WASHINGTON. — The Bureau 
of Motor Carriers has announced 
the appointment of Bert L. Penn 
as district director for the 14th 
District, with headquarters at 
Salt Lake City. 

This completes the appointment 
of the 16 district directors who 
will represent the ICC in the ad- 
ministration of the provisions of 
the Motor Carrier Act. 

The headquarters in Salt Lake 
City have been opened in the 
Continental Bank Building, 200 
S. Main St. 

The bureau also announced the 
opening of three additional field 
offices: District No. 1, under the 
direction of George R. Nuzum, at 
150 Causeway St., Boston, Mass.; 
District No. 4, under the direction 
of Roy M. Snetzer, at 429 Fourth 
Ave., Pittsburgh, and District No. 
2, under direction of R. K. Har- 
garty, at 60 Hudson S&t., New 
York City. 


Colorado Growers Ship 


Many Crops by Trucks 

DENVER.—The motor truck is 
playing an important part in get- 
ting fruit and vegetable crops to 
market in this state, according 
to the Colorado fruit and vege- 
table inspection service. During 
the fiscal year, which ended last 
month, 102 million pounds of po- 
tatoes were shipped to market by 
truck. 





Business s Reported Showing Consistent Gains 


Customary 
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Summer Slum P 


Out of Present Picture 


WASHINGTON.—The Survey of 


Current Business, published by 
the U. S. Department of Com- 
merce, notes that business activ- 
ity has not experienced the cus- 
omary summer slump, and points 
out that‘“the gains in the past 
few months in manufacturing 
construction, employment, freight 
traffic, and retail trade have gen- 
erally been maintained or ex- 
tended, when proper allowance is 
made for the usual seasonal vari- 
ations.” 


The major current indices of 
payrolls and cash farm income, 
recorded further gains. 


Emphasizing the _ substantial 
strength shown in the automotive 
field, the survey remarks that 
while the distribution of funds in 
settlement of the World War vet 
erans’ bonus undoubtedly has been 
a factor in the maintenance of : 
high rate of motor car production, 
“this special situation does no 
fully explain the persisten 
strength of the new car market.” 


“That the manufacturers expect 
a continuation of this favorable 
market during the remainder o 
the year,” it is pointed out, “i: 
indicated by the estimate of th 
Automobile Manufacturers Assn 
that the total production of car: 
and trucks this year will approx - 


Cadillac ‘League 
To Award 1,200 


Pins for Service 


DETROIT. Seittons have 
been arranged this week by the 
service managers of Cadillac-La- 
Salle dealers and _ distributors 
throughout the United States for 
the presentation of second year 
pins to more than 1,200 charter 
members of the Cadillac Certified 
Craftsman’s League. 


The league was founded Jan. 1 
1935 by Nicholas Dreystadt, gen- 
eral manager of Cadillac. Activ- 
ities of the league are under the 
immediate direction of W. A. 
Houser, general parts and service 
manager. : 

To qualify for membership in 
the league, service men are re- 
quired to submit to the factory 
service department, written 
monthly examinations, each con- 
taining detailed answers to 25 
technical service questions. The 
minimum passing grade is 85 per 
cent, although Houser states that 
many of the service men have 
achieved standings of more than 
95 per cent. 

Only those who joined the 
league at its inception and who 
have submitted successful exami- 
nation papers during each of the 
last 18 months will receive the 
second year pins. The actual 
membership of the league is 
something over 2,000. Several 
hundred additional members are 
expected to qualify for second 
year pins later in the year. 


Dividend Declared 


LANSING, Mich.—A cash dividend 
of 5 cents a share payable to stock- 
holders of record Aug. 15, has been 
declared by directors of the Lansing 
Stampings Co., according to George 
F. Conway, vice-president and gen- 
eral manager. In making the an- 
nouncement, Conway said that he 
felt the management justified in re- 
suming dividends because of the im- 
proved financial condition of the 
company and the consistent increase 
in business recorded in some time. 
Orders on hand and in prospect in- 
dicate a satisfactory volume of busi- 
ness will be assured. 

July shipments of the company 
were 25 per cent in excess of those 
of the same month in 1936. 





mate 4,600,000 units. If realized, 
this would mean an output in 
excess of 2,000,000 vehicles for the 
second half of the current year, 
which compares with an actual 
production of 1,729,000 vehicles in 
the second half of 1935.” 


The survey also comments upon 
the fact that registration statis- 
tics show that medium and higher 
priced cars have shared to an in- 
creasing extent this year in the 
available business. 


An increase in the consumption 
of crude rubber likewise is re- 
ported. 

Steel production is being main- 
tained at an average of about 70 
per cent of rated capacity. 





DEFECTIVE VISION in relation to traffic accidents is one of 
the problems studied by the nation’s leading optometrists. Here J. B. 
Wagstaff (left), general sales manager, explains the focusing device 
for final adjustment of De Soto headlamps to Dr. Ray Morse- 
Peckham, director of research at the Optometric Research Institute 
of Michigan, and Dr. Ewing Adams (right). 


Cisinda Pancdini 


Safety in School 


MONTREAL.—Twelve thousand 
copies of a course on juvenile 
safety including lessons in hygeine 
and first aid, will be distributed 
in Quebec schools by Sept. 15, it 
was announced by the Province 
of Quebec Safety League. The 
course is in 40 lessons, one for 
each week of the school year, and 
is printed in English and French. 


The suggestion was made some 
time ago to all provincial school 
teachers to give safety lessons to 
their classes for the last five min- 
utes. of each week, but it was 
found that the teachers, not 
having the necessary information, 
were unable to meet the request 
efficiently. This course was 
recommended by Cyrille Lelage, 
superintendent of public instruc- 
tion for the Province of Quebec. 


@ For the first time, ignition engi- 
neers themselves have engineered 
a spark plug as it must be engineered 
++. as an essential unit in the igni- 
tion system ... built to work in per- 
fect harmony with the other units 
and thus produce perfect perform- 
ance. Known technically as matched 
impedance, this absolute balance be- 
tween all units of the ignition system 
is the greatest advance in spark plug 
history. 


Auto-Lite engineers produced this 
revolutionary spark plug. They know 
ignition, for Auto-Lite has provided 
original electrical equipment to a 
majority of engine manufacturers for 
twenty-five years. This vast wealth of 
knowledge, plus the unique position 
and facilities of The Electric Auto- 
Lite Company, are what make pos- 
sible this startling new plug. New 
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materials and new alloys are used 
in its manufacture. The most ac- 
curate precision instruments ever 
designed for making spark plugs 
are employed. A complete and 
ultra-modern factory has been 
built, newest and finest of Auto- 
Lite’s many manufacturing units. 
Here the entire Auto-Lite Spark 
Plug, including Auto-Lite’s own 
specially prepared ceramic body, 
is made and assembled. 


Auto-Lite Spark Plugs are now 
in production. For complete de- 
tails of the plug itself and the ag- 
gressive merchandising that will 
help you sell it, call your jobber 
today. If he cannot furnish you 
full information, write or wire to 
Merchandising Division, 

The Electric Auto-Lite Company, 
Toledo, Ohio. 
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(Continued from 


the American market is predomi- 
nantly one of replacement. 


The continued popularity of 
American automotive products in 
the world market was self-evident 
during 1935 by purchases valued 
at more than $235,000,000, an in- 
crease of 20 per cent over the 
total for 1934 and the record year 
since 1930. 

Combined exports of cars, 
trucks and buses, numbering 271,- 
383 units actually surpassed the 
1930 figure by 33,753 units but the 
lowered unit valuation resulted 
in a decline in dollar value of 
$16,929,367 from the 1930 total of 
$161,896,530. Since 1930 the aver- 
age unit export value for pas- 
Senger cars and trucks has 
dropped from $692 and $660 to 
$547 and $510, respectively. Pas- 
senger car exports accounted for 
172,572 units, valued at $94,510,757; 
trucks, buses and chassis exports 
were 98,811 units, having a valu- 
ation of $50,456,406, while other 
miscellaneous products were val- 
ued at $90,846,082. 


1 to 54 Ratio 


The per capita ownership ic 
now established at one automo- 
bile to every 54 persons in the 
world, as compared with a ratio 
of 1 to 57 at the end of 1934. Ex- 
cluding the U. S., the ratio was 
one automobile to every 172 per- 
sons, as against 1 to 187 a year 
ago. The ratio of the U. S..was 1 
to 4.8 as against 1 to 5, 12 months 
previous. Hawaii was second with 
1 to 7; New Zealand third with 
1 to 8; Canada fourth with 1 to 
9, und Australia fifth with 1 to 11. 
That the ratio of cars to popula- 
tion is not always so high is il- 
lustrated by the fact that China 
averages one automobile to every 
9,545 persons; Ethiopia one to 
every 16,393 persons; India and 
Burma one to every 3,461 of the 
population, and Liberia averages 
one to each 10,417 of the inhabi- 
tants. 

France retained its position as 
the jargest user of motor vehicles 
after the United States with 2,- 
065,200; the United Kingdom was 
third with 2,043,638; Canada was 
fourth with 1,162,948, Germany 
fifth with 1,122,000 and Australia 
was in sixth position with 644,209. 
The ranking of these countries 
was unchanged from the previous 
year, and substantial increases in 
the number of vehicles in opera- 
tion was recorded in each in- 
stance. 

Big Countries 

The percentage increases in the 
registrations of a number of the 
more important countries was as 
follows: Russia, 36 per 
Egypt, 24 per cent; Union of 
South Africa, 20 per cent; Cuba, 
19 per cent; Germany, 


11 per cent; Argentina, 10 per 
cent; Spain and Brazil, 9 per cent; 
Mexico, Australia and the United 
Kingdom, 8 per cent; France, 7 
per cent; Sweden, 6 per cent and 
Italy and Canada, 4 per cent. 
Among the smaller 


of motor vehicles were Bolivia, 
British South, South-west and 


West Africas, Hawaiian Islands, | 


Hungary, Palestine, El Salvador 
and Yugoslavia. 
The larger motor vehicle using 


countries whose registrations de- | 
clined from the figures recorded | 
on Jan. 1, 1935 included Bulgaria, | 
India, Netherlands, Rumania and | 
interesting to| 
note that eight of the more im-| 


Venezuela. It is 


portant countries, i.e., Argentina, 
Brazil, Egypt, Greece, 


which were reported on the first 
of last year as having suffered 
reductions in their registration 
totals as compared with the pre- 


vious year, have all shown grati- | 


fying increases during the past 12 
months and their totals were sub- 


cent; | 


15 per | 
cent; Uruguay, 13 per cent; Japan | 


purchasing | 
countries recording ,improved use | 





Hungary, | 
Persia, Portugal and Switzerland | 
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World Registrations 21,454,809, U. S. Reports 


Increases 2,099,499 Units 


Page 1) 
stantially improved as of Jan. 1,| 
1936. 

Further increases in the use of | 
Diesel trucks and buses were| 
noted during the past year, the | 
number which could be identified 
as such advancing from 37,816 in 
1934 to 52,000, a gain of 37 per 
cent. Germany led in the registra- 
tions of Diesels with approxi- 
mately 15,000 units, followed by 
France with 12,200, United King- 
dom with 11,115 and Spain with 
§,211. Sweden, Switzerland, Neth- 
s2rlands and China were also im- 
portant users of this type of ve- 
hicle. It is estimated that 1,500 
Diesel trucks and buses are in 
use in the United States, although 
accurate figures are not available. 


Tw 


DORIS SUI KIM LOUEY, Shanghai, China, and Melbourne, Aus- 
tralia, daughter of one of China’s wealthiest shipping magnates, at the 
Texas Centennial Exposition with her V-12 Lincoln-Zephyr. The car, 
a special right-hand drive built for export, carries what are believed 
to be the only Chinese license plates issued in the United States. 


HEATER 
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OF CAR 





7 Months Sales 
By Studebaker 
Exceed all °35 


SOUTH BEND.—Studebaker 
dealers in the (Jnited States sold 
5,348 passenger cars and trucks 
during July, bringing the total 
for the first seven months to 
43,512. This exceeds eath of the 
three previous full years. 

Total retail deliveries in the 
United States in 1933 were 39 551; 
in 1934, 42,917; and in 1935, 43,435. 


Named By White 


MIAMI, Fla.—Miami White Truck 
& Trailer Co., Inc., has announced 
its appointment as dealer in South- 
ern Florida for White and Indiana 
trucks and as distributor for King- 
ham trailers, semi-trailers and bodies 
in the Florida and South Georgia 
territory. 


Starts Heating Instantly —no waiting for cooling system to heat! 
Entirely Self-Contained—no thermostats or hose to buy! 
Operates on Gasoline—drawn by suction from carburetor! 
Economical—operates for hours on a few cents’ worth of gasoline! 
Absolutely Safe—listed as standard by Underwriters’ Laborator- 


ies, Inc. 


No Fumes— flame is sealed in air-tight chamber! 
Adjustable Heat— immediate comfort in any temperature! 
For Fords, Plymouths, Chevrolets—the whole small car market is 


your field for greater heater profits! 
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Wholesale Financing of Cars Declines in June 





S. T. Atkinson Heads 


N. C. Dealer Association 

ASHEVILLE, N. C.—S. T. At- 
kinson, of Charlotte, was elected 
president of the North Carolina 
Automobile Dealers’ Assn. at the 
annual meeting of the organi- 
zation here Aug. 8. Charlotte was 
chosen as the convention city for 
1937. 

Frank Henderson, of Raleigh, 
was elected vice-president of the 
association; J. T. Maloney, of 
Fayetteville; was re-elected treas- 
urer, and T. B. Appmore, of Wash- 
ington, was re-elected secretary. 

One of the outstanding features 
of the meeting here was an ad- 
dress by Clyde R. Hoey, Demo- 
cratic nominee for Governor of 
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[Retail Fi igure > Increases, 
Commerce Dept. Reports 


| WASHINGTON.—Wholesale fi- 
|nancing of automotive vehicle 
during June totalled $178,908,474 
a decline from the total of $185,- 
123,097 set in May, it is shown in 
a Census Bureau tabulation o1 
reports from 456 identical organi- 
zations. However, the total of 
retail financing in June increased 
over May. The figures were re- 
spectively, $194,945,765 and $184,- 
574,506. 

For the first six months of 1936, 
wholesale financing totaled $957,- 
240,408, which compares’ with 
$774,298,232 in the corresponding 
period of 1935. Wholesale financ- 


North Carolina. Another distin- AN INNOVATION in new car merchandising is this parking lot| ing last June was $121,779,041, 
guished speaker was State Treas- | showroom, operated by Lydy Parking Lots in connection with Butler | which is sharply under the total 


urer Charles M. Johnson. 


for June of this year. 


Motors, Inc., Chicago distributor for Hudson and Terraplane. 


URNS GASOLIN 


Double the Heat — Instantly! . . Automatic! 
Economical! . . Safe — No Fumes! 
Independent of Engine Temperature J 


ail the heater your small car owners have 


been looking for! Now they can have quick 


comfort, regardless of motor temperature. No 
cutting or replacement of hose—no extra thermo- 
stats to buy—no waiting for the cooling system to 
get hot. The motor is started, the Stewart -Warner 
South Wind Heater is turned on, and the heater 


fan circulates a current of hot air. 


This new kind of heater works on an utterly new 
principle. It heats the car from a gas flame— 
completely sealed—under vacuum. No fumes can 
escape into the car. Necessary suction is provided 
from the intake manifold to draw gas from the car- 
buretor, and all fumes are drawn to the manifold. 
The Stewart-Warner South Wind Heater is eco- 


nomical, too. It will operate for hours on a few 


cents’ worth of gasoline. 


Let America’s oldest and largest manufacturer of 
automotive equipment help your sales to a new 
high this season! The Stewart -Warner South Wind 
Heater is backed by years of successful automotive 


experience and proved by many months of actual 


road tests. Car owners are amazed and delighted 
at its performance—and dealers are going to 


make big money on it this fall and winter! 
* * & 
This famous Marker which 
appears on every Stewart- 
Warner South Wind Heater, 
is your assurance that it has 
passed nationally recognized 
safety tests with flying col- 
ors. Underwriters’ Labora- 
tories tests are far more 
severe than any conditions 
this heater will ever meet in 
actual use! 
* * * 


Excerpts from Report of Underwriters’ Laboratories, Inc: 
"From the Study of Design and Study of Installation it 
will be noted that the device is of such design and con- 
struction as to comply with the recognized good practice 
requirements. Also, that it is capable of being properly 
installed by the average mechanic, if the manufacturers’ 
installation instructions are followed. 

“The Operation Test further showed that there is no pos- 
sibility of toxic effects from the products of combustion, 
inasmuch as the entire heater system operates below 
atmospheric pressure.” 


Wire or write for full details on its operation, 


price and discounts. 


STEWART-WARNER CORPORATION 
1828 Diversey Parkway Chicago, Illinois 


STEWART-WARNER 





The total number of cars in- 
volved this June was 480,284 
against 460,876 in May. For the 
first six months, the number of 
units was 2,340,896, markedly 
above the total of 1,553,134 for the 
same period of 1935. 


In the retail field, the June 
total of $129,691,253 was very 
much higher than the same month 
of last year, when financing 
amounted to $69,409,989, for new 
cars. Retail new car financing for 
the first six months of this year 
was $582,795,235, which is to be 
compared with $360,767,635 in the 
first half of 1935. For the first 
half of this year, the number of 
cars financed at retail was 1,015,- 
254, against 665,023 last year. 


June financing of used cars 
this year totalled $64,226,560, 
against $63,329,668 in May and 
$40,459,144 last June. First half 
financing this year was $308, 590,- 
685; last year’s six-months’ figure 
was $201,949,591. The number of 
used cars financed, was 253,634 in 
June of this year; 250, 288 in May; 
171,485 in June of last year; and 
1,211,657 for the first six months 
of 1936 against 859,036 for the 
same period a year ago. 


MEMA Index Up; 
Gains 7% in June 


NEW YORK.—A rise for June 
in all branches of the industry 
was indicated by figures reported 
to the Motor and Equipment 
Manufacturers’ Assn. by member 
manufacturers. Original equip- 
ment as well as after market 
shipments showed a gain over the 
previous month and likewise over 
June of last year. 


The MEMA grand index for 
June rose to 157 per cent of the 
base index from the 150 per cent 
registered for May, which com- 


| pares with 119 per cent for June, 


1935. (January, 1925, equals 100.) 
Shipments to vehicle manufac- 


turers for original equipment 
went to 166 per cent of the base, 


as compared with 163 per cent for 
May and 102 per cent for June 
last year. 


Service parts shipments to 
wholesalers advanced to 151 per 
cent of the 1925 base, which com- 
pares with 130 per cent for May 
and 131 per cent for the previous 
June. 

Accessories shipments to whole- 
salers stood at 112 per cent of the 
base index. The May index for 
this classification was 110 per 
cent and that for June, 1935, was 
103 per cent. 

Service equipment shipments to 
wholesalers continued to rise. The 
index for June was 115 per cent 
as compared with 113 per cent 
for May and 82 per cent for 
June, 1935. 


American Cars Lead 


In Popularity in S., A. 


WASHINGTON. — Registration 
of new motor vehicles in the 
Union of South Africa indicates 
that American cars are very 
popular in that country, accord- 
ing to a report to the U. S. De- 
partment of Commerce from its 
Johannesburg office. 

Out of a total of 4,067 motor 
cars registered in the five prov- 
inces of the Union, 3,457, or 85 
per cent, were of American make; 
515, or 12.5 per cent were from 
the United Kingdom, and 95, or 
2% per cent, were from other 
countries, it was stated. 

From a total of 690 motor 
buses, lorries, trucks and vans, 
615, or 89 per cent, were of Amer- 
ican manufacture; 55, or 8 per 
cent, were from the United King- 
dom, and 20, or 3 per cent, were 
from other countries, according 
to the report. 





Sparks 


Chris 
Y Sinsabaugh 


(Continued from Page 1) 


110,000 Hudsons and Terraplanes. 
How close he came to this mark 
is proven by the fact that when 
production will have ceased for 
1936 his dealer body will have sold 
over 116,000 units. 
* +e * 

SIDELIGHTS on Hudson opera- 
tions include the discovery on the 
part of Tracy that his dealers 
have done right well with con- 
vertibles. According to factory 
figures, Hudson-Terraplane is sell- 
ing double the percentage of con- 
vertibles of the 
whole. For instance, in the $705 
to $850 price classification, Hud- 
son-Terraplane had 2.8 per cent of 
the total car sales as against the 
industry’s 1.25 per cent. In the 
$850 to $950 division, 4.19 per cent 
as compared with 2.64. 

* * * 

HUDSON, IN 1935, ventured into 

the commercial vehicle field and 


At 


industry as a/| 





sold about 1,100 units. This year, 
after sticking its toe into the 
water and finding it not so cold, 
Hudson stepped out and as a re- 
sult found that its dealers are 
keenly interested in this division. 
About 25 per cent of the dealer 
body is handling commercial ve- 
hicles now and as a result by the 
end of the year well over 3,000 
will have been sold. In this field 
Hudson concentrates on the three- 
quarter ton vehicle. Hudson also 
made some station wagons this 
year which proved to be so popu- 
lar that the supply was soon ex- 
hausted. 
* * * 

ANOTHER INTERESTING an- 
alysis which Tracy extracted from 
the statistics available to him, 
convinces him that Hudson and 
Terraplane trade-ins rate a higher 
price than the average in their 
price classes. An analysis of ter- 


‘ ; 


HUDSON CHIEFS, A. E. Barit (right), president and general 
manager, and Stuart G. Baits, first vice-president and assistant gen- 
eral manager, discuss plans over the lunch table at the factory 


executives’ restaurant. 


ritories throughout the country 
shows that in 65 per cent the 
value is above average. In this 
respect Hudson has made a sub- 
stantial gain over last year, as is 


QUALITY 
PRODUCTS 


have earned a place in Industry 


VER the past 28 years, it has been AC’s privilege to make contribu- 


tions to industry which have improved the quality and efficiency of 


many equipment items, and have reduced costs 


on 
a 


factured by AC customers. 


the products manu- 


Through continuous research and test, AC has helped to develop better 


spark plugs, gauges, fuel supply systems, speeciometers, die castings and 


nearly a score of other products. Through the same channels, plus the 


ability to manufacture high quality products in quantity, AC has helped 


to strengthen the quality reputation of its customers’ products. 


It is AC’s fixed purpose to continue to serve its customers 


and prospective —in the 


same way. 


both present 


For this reason, and on this basis, 


we welcome an opportunity to prove what we can do. 


AC SPARK 
Flint, Michigan 


PLUG 


COMPANY 


St. Catharines, Ontario 


NOW BUILDING THESE 28 QUALITY EQUIPMENT PRODUCTS 


WR CLEANERS - AMMETERS - FUEL PUMPS 
DIE CASTINGS 
PUMPS - FLAME ARRESTERS - 
EARINGS © RADIO CONTROL PANELS - SPARK 
GAUGE INSTRUMENT PANELS 
+ CARBURETOR INTAKE SILENCER AND AIR JOL 
REMO INJECTORS A & 


ERS - 


VACUUM PUMPS 


3 


£ { 2 
, ; 
OIL FILTERS 


LOCKER DOORS - 
GASOLINE GAUGES 


UID: ° 


SPARK PLUGS 
EFLEX SIGNALS, 

GASOLINE STRAINERS - 
UG CLEANERS . SPARK PLUG TESTERS 
DIE GASTINNG MACHINES 
NERS - FLEXIBL 
SPARK plus GAPPING TOOLS 


i 
SPEEDOMETERS 


THERMO GAUGES 
LEAD 


: ARBURETOR INTAKE 
SHAFTS AND CABLES 





exemplified by case after case of 
where a one-year or two-year-old 
car of today is valued at a far 
higher percentage of its original 
cost than two or three years ago. 
All of which is interpreted to 
mean that the built-in value of 
recent crops is proving the en- 
gineering department hasn’t 
missed any bets and that this re- 
flects public acceptance of the 
product which speaks louder than 
words. 
ed * * 

IN THIS CONNECTION Tracy 
points out that the electric hand, 
Hudson’s automatic transmission 
introduced two years ago, has 
more than made good, proven by 
the fact that 46 per cent of the 
1935 and 1936 models have car- 
ried this equipment, which is op- 
tional. In other words, 89,000 cars 
have so far been sold with the 
electric hand. Based on an esti- 
mate of only 10,000 miles per car, 
this represents a satisfactory ex- 
perience of 890,000,000 car miles. 

o* of * 


PROOF OF THE pudding, or 
icing on the cake is found in Hud- 
son’s last financial statement, that 
for the first half of this year, 
showed earnings to have been 
$2,144,804.86, as against $560,977.53 
for the same period a year ago. 
Splitting this into quarters, the 
first one showed $592,826.97 for an 
output of 28,764 cars; while in 
the second quarter the profit was 
$1,551,977.89 for an output of 38,- 
850 cars. The last quarter is re- 
markable in that it proves that 
when a company really gets to go- 
ing in a mass production way, its 
efficiency and, consequently, its 
profit, go up in leaps and bounds. 

* a * 


BILL RALPH died the other 
day in Atlantic City and there 
passed to the other side a man 
who had sold automobile trade 
paper advertising longer than any 
other in my memory. He might 
well be called the dean of his 
specialty, for he had been selling 
space since 1902. 

At that time Horace M. Swet- 
land had been fighting to keep 
the breath of life into his new 
publication, The Automobile. Bill 
Ralph, who had been playing in 
the band at Cambridge Springs, 
Pa., hit him for a job and H. M. 
sent him on the road to sell sub- 
scriptions. Out in the sticks, he 
became convinced of the possi- 
bilities of automobile trade 
journalism and he became an ad- 
vertising man, with New England 
for his territory and The Auto- 
mobile his meal ticket. 

Since that time he was con- 
nected with the Swetland inter- 
ests and their successors and 


SUNDAY at 7:30 


SAVING TIME 


when he died he was vice-presi- 
dent of Chilton, an outgrowth of 
Class Journal, which now pub- 
lishes such well known automo- 
bile magazines as Automotive In- 
dustries, the renamed The Auto- 
mobile; Automobile Trade Jour- 
nal, Motor World Wholesale and 
Motor Age. 
* oe * 

JOINING UP with Swetland at 
the same time were three other 
“youngsters” destined to become 
prominent in the automobile 
trade paper advertising field — 
Bob Wolfers, Lou Vogel and 
Louis B. Smith. This Wolfers, 
now representing Women’s Home 
Companion, a Crowell publication, 
in Detroit, who originated the 
idea of the Automobile Trade Di- 
rectory, and later was to become 
publisher of Motor Life and the 
Automobile Blue Books, still 
boasts of how, in 1903, he sold a 
52-time full page contract to the 
Searchmont Automobile Co., of 
Philadelphia, the first time any 
automobile manufacturer ever 
had used full pages. With Search- 
mont at that time was E. B. 
Jackson, later to be Packard sales 
manager and also New York dis- 
tributor of the Wills Ste-Claire. 

Detroit still remembers Lou 
Vogel, who crossed the River Styx 
some 10 years ago, as Motor 
Magazine’s Detroit advertising 
representative and later Motor 
Life’s. Louis Smith now is presi- 
dent of a New Rochelle, N. Y., 
bank. 

ok * * 

JOHN STENGLE rates recog- 
nition in the column this week, 
if for no other reason than I 
missed meeting up with him on 
my. California invasion. John 
is automobile editor of the Los 
Angeles Examiner, -who  vaca- 
tioned by flying to New York via 
the American Airlines, stopped off 
in Detroit to call on the custom- 
ers and who drove home in a 
Pontiac. 

* * * 

MORE AND MORE I am be- 
coming convinced we are going to 
hear a lot about automatic trans- 
missions next year. Just the 
other day I rode in a Dodge 
equipped with the new Evans 
device, with Ed Hill, the inventor, 
at the wheel. My reaction was 
that apparently there were no 
gears in the box. When Hill 
shifted I couldn’t detect it by any 
slow-up in the operation and no 
noise at all. He could have been 
in the same gear all the time so 
far as I was concerned, for my 
ears never told me when he made 
his _ shifts. 


Lincoln - Zephyr 
Sales for July 
Second Highest 


DEARBORN, Mich.— Sales of 
Lincoln-Zephyr cars in July were 
second largest in volume in the 
car’s 10-month history, said an 
announcement of the Lincoln 
Motor Co. 

The July total of retail deliver- 
ies was 1,503 units, compared with 
1,607 units in April, the largest 
month from a sales volume stand- 
point since the new car was an- 
nounced last November. Deliver- 
ies have been maintained in 
strong volume all during the late 
spring. The strength shown in 
Lincoln-Zephyr sales thus far this 
summer following the large vol- 
ume in the spring is further in- 
dicated by the fact that deliveries 
in May were 1,500 units and in 
June close to that mark. 


GULF SALUTES 
STUDEBAKER 


in one of a series of tributes to the 
automobile industry 


EASTERN 
DAYLIGHT 


COLUMBIA NETWORK 
Julia Sanderson and Frank 
Crumit, starred in GULF’S 
Summer Show, with Hal 
Kemp's Orchestra and Ed 
Smalle’s 7 G's. 
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direct revenue which comes to a 
state from tourist travel. For 


for New Mexico $1,154,000. 


th a th Dim 4s mn Si on et oa a | sd Rs Florida the figures were $2,575,000, 


The News of Automotive Advertising , ie ee eee ee Hall also called attention to 
By GERRY SCHURMAN rs ’ Wameass. ry *| ei ae the fact that Virginia was well 


Football for Sinclair 


Red Grange, in the role of foot- 
ball commentator and analyst, 
will be heard, beginning Sept. 4, 
on the Sinclair program. 

On Fridays, 10:30 to 10:45 p.m., 
he will size up the collegiate foot- 
ball situation for the next day 
and predict winners. On Satur- 
days, 7:00 to 7:15 p.m., he will 
give the results of games through- 
out the country. Grange will also 
take part in the regular Monday 
broadcast of the Minstrels, an- 
nouncing winners of a _ football 
contest. 

Federal Advertising Agency is 
arranging the program. NBC- 
Red will carry the Friday and 
Saturday broadcasts, and _ the 
Monday program will go out over 
the NBC-Blue network. 


* * * 


Revue for Ford 


Ford dealers have lined up more 
than 100 stations for the new 
WBS transcription series, featur- 
ing Bob Crosby. The revues are 
promoting both new and R&G 
used cars. The 15-minute show 
is heard once to three times a 


week. 
+ a ok 


RWC Named 

The Radio Products Corp., Day- 
ton, a Bendix subsidiary, has 
named Roche, Williams & Cun- 
nyngham as its agency. 


Safety Drives 
Slash Accidents 
Mortality Rate 


WASHINGTON. — That some 
progress is being made in the in- 
tensive nation-wide campaign for 
highway safety is indicated in 
the most recent report of the Bur- 
eau of the census covering auto- 
mobile accident mortalities. 


According to the buueau’s com- 
pilation, for the 52 week periods 
Aug. 1, 1936, and Aug. 3, 1935, the 
totals for the 86 cities surveyed 
were respectively 8,382 and 8,992 
indicating a recent rate of 22.5 
per 100,000 population as against 
an earlier rate of 24.1, a decrease 
of 7 per cent in the rate during 
the year. 

During the four weeks ending 
Aug. 1, 1936, the 86 reporting cities 
listed 607 deaths from automobile 
accidents. This number compares 
with 593 deaths during the four 
weeks ending Aug. 3, 1935. 

On the basis of four-week per- 
iods since January 1931 it is 
noted that the lowest total, 482, 
appears for the period ending 
Mar. 14, 1936, and the highest, 
890, for the four-week period end- 
ing Dec. 22, 1934. 

Fall River, Mass., reported no 
deaths from automobile accidents 
either for the most recent four- 
week period recorded by the Bur- 
eau of Census, or for the period 
which ended Aug. 3, 1935. At the 
same time, Fall River has re- 
duced its accidents to a total of 
5 for the 52-week period ended 
Aug. 1. This compares with a 
total of 22 reported by this city 
for the 52-week period which 
ended Aug. 3, last year. 


Omaha is Ready 
To Set Up Auto 


Testing Lanes 


OMAHA, Neb.—The last ob- 
stacle in the way of a city safety 
automobile testing station was 
hurdled when the city council 
contracted with the Omaha Auto 
Safety society to set up the sta- 
tion near the downtown section 
and operate it possibly until next 
January. 

The society, which is nonprofit 
in nature, was organized to fi- 
nance the station until the next 


up in the list of travel drawers 

? : during 1935, according to figures. 

city revenue becomes available. ‘> me peeeeen & —. We or These figures showed that tour- 

Ned Bailey, secretary, said the . ey “ ist trade brought the following 

group expects to have the station Sa ee = 2 ae we eee , mi amounts to the following states 
ready for first tests within four , : | | last year: 


to six weeks. ‘ ‘ ° ae New England (six states) $340,- 
When the station, which is ' se : mae | 000,000; New York, $200,000,000; 

police-supervised, gets into op- : California, $192,000,000; Florida, 

eration, newspapers will carry S| ay ee 4 —- $150,000,000; Virginia, $81,000,000; 

license numbers of the cars “sum- wae mel ee : mem | Colorado, $21,000,009. 

moned” each day, as a means ot oe — e 

avoiding traffic jams. Anyone CHRYSLER NEW YORK CO.’s new home on Broadway between : 

failing to heed the call will get| 56th and 57th sts. in New York City. Recently opened, this building | Lnternational Harvester 

a first warning ticket by mail| houses the corporation’s largest distributor. The total floor space is Studies Pension Plan 

with another date given for a] 37,614 square feet and it is the most modern building of its kind in CHI 7 7 

test. If the motorist then ignores | the city. - oer wee 0. 

form with the recently enacted 


the inspection, i “gol- 
y p ction he will get a “gol . : A teil : social security law, officials of 
en rule” summons into court.| Tourists Pay Heavy “ evelopment in a letter to : 


About 500 cars will be called for Governor George C. Perry said| International Harvester Co. ara 
daily, and it is planned to have Taxes Records Show | that Florida and New Mexico| Considering a new employe pen- 
every passenger car and com-| RICHMOND, Va. (UTPS).—| kept records of the gasoline taxes | Sion plan, which they predict may 
mercial vehicle in Omaha tested} Wilbur C. Hall, chairman of the| paid each state by tourists in| be worked out within the next 
before Jan. 1. state commission on conservation | 1935 and that the results show| two months. 


Dont 


detour. 


VER SINCE closed cars were built, Velmo _ wear for transportation seating. Velmo’s erect 





has been rolling up mileage satisfaction _ pile cushions the passenger, preventing shine 
for millions of motorists. When cars change _ on apparel. It is easily cleaned, cool and fade- 
hands after long service, the fine appearance _less. And it preserves the shape of the seat; 
of this mohair velvet often makes a big Velmo’s ventilated back adjusts air-pressure 
difference in price... for Velmo is literally automatically. To make a sale, or a re-sale, 
“Good to the last mile!” open the door wide to quality. Velmo never 


Only a mohair velvet can offer thiskind of detours from it! 


VELITO 


MOHAIR VELVET 


L. C. CHASE & COMPANY, i 
selling division of Goodall-Sanfor 
A GOODALL-SANFORD PRODUCT ies tent Oe 


Boston + Chicago * Detroit * San Francisco © 
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New Mayflower Added re 
To Aladdin’s Models|\ iy 


BAY CITY, Mich—tThe Aladd‘n 
Co, of this city and Portland, has 


{ 


announced an additional model to | 


its line of house trailers. The new 


| 


model will be known as the May- | 


flower. 


Four optional colors are avail- | 
| bile dealers. 


able: Midnight Blue, Dawn Grav 
Forest Green and Stratosphere 
Blue. The exterior of the Mav- 
flower is the same as the balance 
of the line. All are finished with 
three coats of automobile syn- 
thetic enamel. The interior finis» 


amel and mahogany stained trim. 

Features include full six inch 
coil spring tapestry covered ma‘- 
tresses, two six-volt and two 
110-volt fixtures, and six screened 
windows to afford cross venti- 
lation both laterally and longi- 
tudinally. 

The Mayflower model has a 
list price of $495. 

At the same time, the company 
announced the release of a fran- 
chise presentation booklet, sup- 
plementing an increased nationa! 
advertising program and trade 
paper advertising. 

“This booklet is being sent to 
automobile dealers in all the prin- 
cipal cities of the U. S.,” stated 
K. M. Schaefer, general sales 
manager. 

It is hoped this booklet will bet- 
ter acquaint automobile dealers 


Pines Offers 
New Metal Front 


CHICAGO.—A new metal Win- 
terfront has been offered by the 
Pines Winterfront Co., to take 
the place of the canvas, oil-cloth 


and leather jackets. The new ac- | 


cessory is priced at $4.95 for Ford, 
Chevrolet and Plymouth and $5.95 
for Dodge and Oldsmobile. 


Made entirely of metal, it is 








finished in all popular car colors. 


CUSTOM BUILT Pines Winter- 


front, just introduced. Sliding | 
panels regulate the amount of air | 
entering the radiator through this | 
all-metal cold-weather accessory. | 


Finished in colors to match all 
popular cars, it sells for $4.95 and 
$5.95. 


In appearance it looks like a 
shield, in the center of which are 
two adjustable panels which open 
to admit air to the radiator. 

The Winterfront slips onto the 
grille and installation is said to 
take only 10 seconds. 





with the development of the 
trailer industry. It contains in- 
formation as to the progress made 


| by the industry, the market, the 


Aladdin product, personnel and 
franchise. 
The booklet is free to automo- 


The company is now in the pro- 


| cess of a national organization 
| program for the allotment of 


territory. Facilities are complete 
which will insure 10 days to two 


: : : | weeks delivery on trailers. 
is natural stain and varnish, en- | 


Aladdin Names Lehner 


Plant Superintendent ALADDIN PRESENTS this new model which it has christened the Mayflower and provided with a 
BAY CITY, Mich.—John Leh- | number of new interior and exterior features. Note the modernistic screen door and the neat and ship- 
ner has been named plant super- | shape appearance of the trailer generally. 
intendent of the Aladdin Co., ~ 
trailer manufacturers. Body Corp. whom he has served This appointment completes the | men in the production and en- 
Lehner comes from the Murray | for a number of years. employment of former automobile | gineering department. 


Every Mail 
Piles up the Proof... 
America has Confidence 











N THE ordinary course of events, when a business man acquires an automotive franchise, he sets 

about two tasks: One is to build public confidence in himself and in the product he sells. The 
other is to turn the resulting confidence into sales. Newcomers to the Pontiac dealer organization, 
however, can get right down to the business of selling cars. Public acceptance can be taken for 
granted. Established Pontiac dealers have already provided a groundwork of goodwill 
unsurpassed in the history of the industry. 

For proof, read the letters printed here. Remember that they are a faithful reflection of the 
opinions of thousands upon thousands of other Pontiac owners. There is no way to set a definite 
value on such public confidence, but here are a few of its results. Only in one other June in 
Pontiac’s history have Pontiac sales surpassed the June sales of this year. Contrary to the expected 
trend in the industry, July sales figures show no sign of the usual seasonal decline. Pontiac needs 
no further evidence that the cultivation of goodwill pays dividends. The parallel between the 
number of sales and the vast volume of letters from satisfied owners is too striking to be denied. 


PONTIAC MOTOR COMPANY, PONTIAC, MICHIGAN 





Average Motorist Paid $49 in Taxes in 1935 


Levies Equal Quarter 


Of Value of Vehicle 


to the state and $6.57 to the fed- 


WASHINGTON. — The average 
motor vehicle operator in the 
United States last year paid spe- 
cial automotive taxes aggregating 
$49.06, or 24% per cent on the 
value of his $200 car, according 
to figures compiled here from 
official sources. The amount paid 
was approximately one dollar per 
vehicle more than the average tax 
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eee parts and accessories, 
amounted to $3.85 more. 

Although no accurate statistics 
are available on the amounts paid | 
by motorists in personal property | 
taxes and local levies of various | 
kinds, it is estimated that they | 
cost motorists $73,500,000, or $2.80 | 
each. point program for the industry’s 

The total and per vehicle cost of | well-being ready this week for 
each form. of taxation are given| presentation to the state conven- 
in the accompanying table: tion when it meets at Colorado 
Cost Per | Springs Sept. 14. 

Vehicle The program was completed at 
$ 616,851,671 $23.53 | an organization. meeting of the 

172,262,481 6.57 southern unit of the Colorado 


Site thin 
Urge Cut i in Tax 


DENVER.—Southern Colorado 


eral government. 
petroleum dealers had a _nine- 


Registration fees, drivers’ li- 
censes and similar fees amounted 
to $12.31, while federal excise 
taxes on lubricating oil, new auto- 
mobiles and trucks, tires and 





Kind of Tax Total Cost 
State gasoline tax 


Federal gasoline tax 


paid in 1934, the year before. 
Gasoline taxes again constituted 
the largest item in the automotive 
tax budget, the average motor ve- 
hicle operator paying $30.10 
through federal and state levies 
on motor fuel. Of this total, 
$23.53, om an average, was paid 





Federal lubricating oil tax 
Fed. excise taxes on trucks and autos. 


Federal excise taxes on parts and ac- 
cessories, tires and tubes 


Registration and license fees 
Personal prop. and local auto. levies 


17,003,162 65 Petroleum Industries Assn. and 
48,936,723 1.86 | urges elimination of the federal 
gasoline tax, stricter enforcement 
of anti-bootlegging provisions of 
the present law, and reduction of 
general gasoline taxes. 
Approximately 100 dealers in 
the Pueblo district promised to 
attend the state meeting. 


1.34 
12.31 
2.80 


35,121,455 
322,481,415 
73,500,000 





$1,286,156,907 $49.06 








in P ontiac 


and Pontiac Dealers 


“Your dealer and his sales force are wonderful people 

to deal with. They try to make you feel at home and 

give you the best there is in service and salesmanship.” 
D.R., Erie, Pa.* 


“The first-class service rendered by your dealer is one 
of the chief reasons why I am a booster for Pontiac.” 


C.L.C., Clarksburg, W. Va.* 


“T have known your dealer many years and you are to 
be congratulated on having such a fair, honest repre- 
sentative. When I want to be sure of a square deal, 


I always see him.”’ 
H.H.J., Santa Barbara, Calif.* 


“If all of your dealers are as courteous as the one with 
whom I dealt, it is no wonder you have perfected the 
great sales organization that you have.” 

J.F.E., Shelbyville, Ind.* 


“This is my third Pontiac. Part of my satisfaction 
with the car is due to the excellent service rendered by 
your dealer. He is very painstaking and has given me 
excellent advice in regard to driving, handling and 


care of the car.”’ 
G.E.S., Roscoe, New York* 


“Your dealer bears the reputation of being the most 

courteous and efficient in town. My experience with 

them certainly proves that this reputation is deserved.”’ 
L.C.C., Asheville, N. C.* 


“Our reason for trying out the 1936 Pontiac and hence 
eventually buying it, was the excellent service given us 
by your dealer on our previous car and our faith in 


his integrity.” 
N.J., Billings, Montana* 


“It has been especially nice to deal with such a com- 
petent and fine dealer as you have here. He is very 
highly spoken of, and one may be sure of a fair and 
honest deal when purchasing from him. In fact his 
whole staff are reliable men and always willing to help 


a customer.”’ 
E.A.M., Michigan City, Ind.* 


*Excerpt from a letter ort file at the Pontiac Motor Company. 


interested in acquiring the 
please communicate 
with C. P. Simpson, Vice-President and 
General Sales Manager, Pontiac Motor 
Company. Your communication will be 
regarded as strictly confidential. 


If you are 
Pontiac franchise, 








| Wana to ; Beetle 
Diversion Of 
Highway Taxes 


NEW YORK.—The question of 
whether highway funds may be 
diverted to other uses or will in 
the future be used solely for 
highways will be decided by the 
voters of Maine and California 
this fall. 


On Sept. 14 Maine will hold a 


| referendum on the issue, while in 


California signatures of more 
than 200,000 voters have been ob- 
tained on an initiative petition 
permitting a popular vote on a 
constitutional amendment pro- 
hibiting any diversion of gasoline 
tax revenues. After a scrutiny 
of the signatures on the petition 
by the Secretary of State, as re- 
quired by law, the amendment 
will be placed on the ballot to be 
submitted to the voters in Novem- 
ber. 

The anti-diversion amendment 
to the California constitution is 
being sponsored by the California 
Highways Council, and the ef- 
forts of the Council have been en- 
dorsed by the directors of the 
Automobile Club of Southern 
California. 

In a statement sent out by the 
club, Standish L. Mitchell, secre- 
tary and general manager, saié, 
“The only way effectively to stop 
diversion is by action of the peo- 
ple. The club unqualifiedly recom- 
mends adoption of this anti-diver- 
sion measure.” 

According to the bill to be 
voted on in Maine all revenue re- 
ceived by the state from registra- 
tion fees, drivers licenses, gaso- 
line taxes and other highway fees 
would be allocated solely to the 
general highway fund and used 
solely to meet highway bond pay- 
ments and to defray the costs of 
the state highway department. 
Neither the general highway 
funds nor.any other fund derived 
from direct taxation imposed for 
highway construction, bridge con- 
struction, or for the improvement 
or construction of roads and 
bridges may be diverted or ex- 
pended either temporarily or per- 
manently for any other purpose 
than those set forth in the bill. 


Assn. Protests 
New Sales Tax 


NEW ORLEANS.—First to file 
a formal protest against the city’s 
new sales tax ordinances, sched- 
uled to become effective Oct. 1, 
was the Service Station Assn., 
Inc., composed of 300 members. 
The association has made known 
its objection to the proposed tax 
of $1 a month for each gasoline 
pump and a license tax of $35 a 
year for the operation of each 
station. 

It is reported that association 
members voted unanimously at a 
recent meeting to refrain from 
the sale of gasoline and motor 
oils from 7 a.m. to 7 p.m. on the 
day the proposed measures were 
scheduled for consideration by the 
city council, 

Taxes Gain 300% 

JACKSON, Miss. — Revenues de- 
rived by the state from the sale of 
motor vehicle license plates and 
from the mileage tax on trucks in- 
creased almost 300 per cent in July 
this year as compared with 1935, 
Carl N. Craig, state auditor has an- 
nounced. Money collected from these 
sources in July of this year, Craig’s 
figures reveal, aggregated $27,413.91 
against $10,917.03 in 1935. Passenger 
car’ registration in 1936 totaled 
179,644 against 168,147 and trucks 
32,139 against 26,687. 


Tax Receipt Record 
LINCOLN, Neb.—Gasoline tax re- 
ceipts deposited with the state treas- 
ury during July totaled $1,175,985, 
the largest for any month in the 
state’s history. 





Owners Target 


For Proposed 
Okla. Tax Plan 


OKLAHOMA CITY, Okla— 
Automobile owners have been 
Suggested as a possible source of 
tax revenue by H. L. McCracken, 
chairman of the Oklahoma tax 
commission. 


When the legislature meets in 
January, the legislature must vi- 
talize the homestead tax exemp- 
tion amendment adopted by the 
people over a year ago. A large 
amount of valuation of real es- 
tate will be eliminated from the 
tax rolls. 

McCracken stated a study of 
1935 license fees showed the av- 
erage for Oklahoma to be $6.48 
for each automobile, or the-lowest 
in 15 southwestern states in which 
the auto license is assessed in 
place of other taxes. 

The minimum fees of $2.50 for 
automobiles and $5 for trucks 
were declared to he the lowest 
minimum fees in the United 
States. Some officials already are 
suggesting an advalorem tax on 
automobiles to raise revenues lost 
through homestead exemption to 
the local government. 
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Reinedal Motors Dealer Sales Reach 204,693 in July 


Total Compares es with I 67,790 
In 1935; 217,931 in June 1936 


THIS 175-POUND “silent passenger” reports the frequency of 
Plymouth spring action, in actual road tests of riding comfort. N. F. 
Hadley, Plymouth’s chief engineer, is shown here checking the ma- 
chine during recent tests. The most comfortable spring action, Hadley 
reports, is that which approximates the normal human walking gait 
of 90 steps a minute. From centuries of habit, the body adapts itself 
to this pace with minimum fatigue. 


Value Up 


LINCOLN, Neb.—The official val- 
uation of motor vehicles in Nebraska | 
for 1936, as announced by. the state | 
tax commissioner’s office, is $41,466, 
122, compared with $27,324,829 
1935. 


istered for taxation is 


in | issued. 


The number of vehicles reg- | 
381,657, as! 


against 329,577 a year ago. Much 
of the increase, according to State 
Tax Commissioner W. H. Smith, is 
| due to a new law which requires the 
motorist to pay personal taxes on his 
car before license plates will be 
The average value per car 
this year is $108.64, compared with 
$82.98 last year. 


‘Ss Ue tecotd that cousis/ 


Chd the tecotd shows . 


BENDIX | 
DRIVE 


has been proved in more than 


50,000,000 Motor Vehicles! 


P-NOTCH performance in more than 50,000,000 


i 


motor vehicles! 


That's the astonishing record of the Bendix Drive — and 
unquestioned proof that this great mechanical unit will 


always serve you- -+ 


faithfully! 


Simplicity, sureness, enduring sturdiness . . 


. such were 


the earliest features of Bendix Drive units—features which 


you, 
applauded. 


together with the entire industry, wholeheartedly 


The years have seen constant improvements of this re- 
markable unit by Bendix engineers—many so small that 
even the most eagle-eyed service man of the industry failed 
to notice them. But they were made, together with other 
important mechanical improvements, with the result that 
the Bendix Drive is even more sturdy, even more mechan- 
ically excellent than when it first won world-wide acclaim. 


That's why, after all of these years, the Bendix Drive re- 


mains the unchallenged leader in its field . . . 
know it and endorse it as 


your car.” 


why millions 
‘the mechanical hand that cranks 


ECLIPSE MACHINE COMPANY 


(Subsidiary of Bendix Aviation Corporation) 
ELMIRA, NEW YORE 
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NEW YORK. — July sales of 
General Motors cars to dealers in 
the United States and Canada, to- 
gether with shipment overseas, 
totaled 204,693, compared with 
167,790 in July a year ago. 

Sales in June were 217,931. 
Sales for the first seven months 
of 1936 totaled 1,374,861, compared 
with 1,056,350 for the same seven 
months of 1935. Sales to con- 
sumers in the United States to- 
taled 163.459 in July, compared 
with 108645 in July a year ago. 
Sales in June were 189,756. 

Sales for the first seven months 


of 1936 totaled 1,127,910, compared 
with 757,480 for the same seven 
months of 1935. Sales to dealers 
in the United States totaled 177,- 
436 in July, compared with 139,- 
021 in July a year ago. Sales in 
June were 186,146. Sales for the 
first seven months of 1936 totaled 
1,155,710, compared with 849,245 
for the same seven months of 
1935. 


Below is a tabulation of Gen- 
eral Motors monthly sales for 
1933, 1934, 1935 and 1936 to date. 


Total Sales to Dealers in U. S. and Canada Plus Overseas Shipments 


1936 


January 
February 


September 
October 
November 
December 


158,572 


1933 
82,117 
59,614 
58,018 
86,967 
98,205 

113,701 
106,918 


605,540 
97,614 
81,148 
53,054 


10,384 
21,295 


1934 

62,506 
100,848 
153,250 
153,954 
132,837 
146,881 
134,324 


884,600 
109,278 
71,888 
72,050 


61,037 
41,594 


1935 

98,268 
121,146 
169,302 
184,059 
134,597 
181,188 
167,790 


1,056,350 


124,680 
39,152 
127,054 
182,754 
185,698 
869,035 


1,715,688 1,240,447 


Sales to Consumers in United States 


1936 


January 
February 


1933 
50,653 
42,280 
47,436 
71,599 
85,969 

101,827 
87,298 


1934 
23,438 
58,911 
98,174 
106,349 
95,253 
112,847 
101,243 


1935 
54,105 
77,297 

126,691 
143,909 
109,051 
137,782 
108,645 





Total seven months...... 1,127,910 


September 
October 

November 
December 


757,480 596,215 487,062 
86,372 
71,458 
63,518 
35,417 
11,951 


86,258 
71,648 
69,090 
62,752 
41,530 


127,346 
66,547 
68,566 

136,859 

122,198 





1,278,996 927,493 755,778 


Sales to Dealers in United States 


1936 


1933 
72,274 
50,212 
45,098 
74,242 
85,980 
99,956 
92,546 


1934 

46,190 

82,222 
119,858 
121,964 
103,844 
118,789 
107,554 


700,421 


1935 
75,727 
92,907 

132,622 
152,946 
105,159 
150,863 
139,021 


849, 245 


520,308 





September 
October 
November 
December 


Milwaukee Man 
Wins Cord Award 


AUBURN, Ind.—H. O. Chapman 
of the Paul Thinker Motor Co. 
Milwaukee, won first place for 
the group A city award in the 
Cord Extra Contact Campaign 
which closed July 10. The con- 
test was for actual sales, dem- 
onstrations and prospect contact. 
It began on June 10. 

Second and third places in 
group A went to J. H. Erhart of 
Buffalo and R. Winter of Cleve- 
land, respectively. 

First place in group B city 
awards was won by A. F. Stearns 
of Miami, second place by Frank 
Baird, of Toledo, and third place 
by James Babcock of Portland. 
R. M. Logsdon of Boise, Idaho 
won first place in group C cities 

Other awards were won by W. 
L. Fehon, Newark; L. E. Rich- 


87,429 
53,738 
50,514 
39,048 
28,344 


84,504 
67,753 
41,982 

3,483 
11,191 


103,098 
22,986 
97,746 

147,849 

150,010 


1,370,934 


959,494 729,201 


ardson, Chicago; Earl Scripps, 
Los Angeles; Ad Seltz, Phila- 
delphia; Colin Blair, Greenwich; 
Dell Colson, St. Louis; H. N. War- 
shauer, San Francisco: Ben Selt- 
ter, Chicago; G. H. Dreyer, New 
York; William Feely, White 
Plains; J. H. Williams, Brooklyn; 
William Manker, New York; F. 
Hornbeck, Newburgh; C. W. Ad- 
ams, Atlanta; H. A. Martin, 
Birmingham; J. C. Hunt, Denver; 
W. H. Evans, Ft. Wayne; C. E. 
Veach, Tampa; and O. J. Wilken- 
son, Salt Lake City. 

The second Cord Extra Con- 
tact Campaign started July 20 
and ends Aug. 31. 


Must Take Eye Test 


MONTREAL.—In Belgium there 
is a move on foot to compel all mo- 
torists to be examined and passed 
by an oculist before being granted 
permits to drive, Dr. G. Kleefeld, 
opthalmologist of Brussels said in 
an interview here. This is already 
compulsory for bus drivers. Some of 
the best drivers are one-eyed he 
said. 
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Stewart-Warner Introduces Gasoline Car Heater 


Said to Heat Up Quicker 


Than Conventional Unit 


By MEL 


CHICAGO.—Radically different 
from all car heaters yet placed 
on the market, a new heater that 
burns gasoline was announced 
this week by Stewart - Warner 
Corp. 

Details of the new device stress 
the fact that it embodies certain 
provable advantages and was not 
designed for the reason of merely 
being different. 

One of the points emphasized, 
for instance, is that the new 
heater generates heat more 
quickly than is possible by hot 
water operation. Other advantages 
cited are elimination of the neces- 
sity for disconnecting in summer, 
along with speed in installing. 


1% to 3 Minutes 


Heat is produced, state the 
Stewart-Warner engineers after 
many tests, in 1% to 3 minutes, 
depending upon the air tempera- 
ture. The fan starts at 120 de- 
grees F. and heat quickly builds 
up to approximately 250 degrees. 
Installation requires from one- 
half to one hour, and it calls for 
neither the cutting of water hose 
nor the use of extra thermostats. 

Known as the Stewart-Warner 
South Wind Heater, the new 


STEWART - WARNER’S new 
car heater burns gas and is said 
to get into action more quickly 
than conventional types. It is 
easy to install, officials say, and 
need not be disconnected during 
the summer. 


product is being manufactured at 
present for 1934, 1935 and 1936 
Ford models and 1935 and 1936 
Chevrolets and Plymouths. Later, 
it is planned to cater to other 
makes. A flat price of $17.95 has 
been placed on the heater for 
Chevrolets, Fords and Plymouths. 


Economy claims are accom- 
panied by statistics showing that 
the new heater consumes at a 
maximum only one gallon of gaso- 
line in 18 hours of operation. The 
consumption of current is 10 to 
11 amperes on the igniter, and 
2% to 3 amperes on the motor for 
approximately 1% to 3 minutes, 
with 2% to 3 amperes continu- 
ously thereafter. 


Sealed Chamber 


Gasoline is burned in a sealed 
chamber under vacuum. The 
heater is turned on or off by 
means of a simple push button 
control. From then on the opera- 
tion is automatic. When the 
heater is turned on, suction from 
the intake manifold immediately 
draws gasoline from the carbur- 
etor. This gas is mixed with air 
and ignited in a sealed combus- 
tion chamber, under vacuum, by 
a filament of electrically heated 
nichrome wire. The resulting 
flame is drawn through multiple 
passages in a cast radiator with 
copper fins, and all fumes are 
drawn to the intake manifold, 
still under vacuum, passing out 
the motor exhaust. As a conse- 
quence, the possibility of fumes 





ADAMS 


escaping and reaching the occu- 
pants of the car is eliminated. 

As soon as the heater attains 
the required temperature, ther- 
mostatic control starts the heater 
fan which drives the heated air 
downward and out the bottom of 
the heater. The whole action takes 
but a few seconds, and this ac- 
counts for the flow of heat into 
the car very soon after the heater 
begins to operate. 

The act of pushing in the con- 
trol button stops the flow of gaso- 
line and cut off all electric cur- 
rent. 

Automatic controls provide for 
every possible emergency. One 


thermostat turns off the electric 


er 








current from the nichrome fila- 
ment as soon as the heater is well 
started, thus maintaining continu- 


WALL BETWEEN 
PASSENGER 
AND. MOTOR 


COMPARTMENTS INTAKE 


ELECTRIC | 
IGNITOR 


CARBURETOR 


INTAKE 
MANIFOLO 
SUPPLIES 
VACUUM 

(suc TION) 


ous combustion. Another thermo- 
stat starts the heater fan only 
after the radiator is heated, so 





that there is no chance of a draft 
of cold air being blown through 
the car. In the event that the fan 
should ever cease operating while 
the heater is burning, a third con- 
trol automatically shuts off the 
flame. 
Underwriters O.K. 


Announcement of the new 
heater is accompanied by an en- 
dorsement from the Underwriters 
Laboratories, Inc., whose marker 
appears on each heater. In part, 
the report of that organization 
states: 


“From the study of design and 
study of installation it will be 
noted that the device is of such 
design and construction as to 
comply with the recognized good 
practice requirements. 


“The operation test further 
showed that there is no possi- 
bility of toxic effects from the 
products of combustion. 








“I know something about STAINLESS STEEL 
... that’s why I chose THIS Car!” 


HAT other car was stunning, 


ming will never 


peel or show rust 


atmospheric corrosion. 


It 


cleans 





too. Both were so good I 
couldn’t see how to choose between 
them! Then the salesman told me 
this car was trimmed with stainless 
steel... and my mind was made 
up then and there! 

“IT know the finest kitchen and 
restaurant equipment is made of 
stainless steel because it never tar- 
nishes. I know this stainless trim- 


spots. With a damp cloth, I can 
always make my car look new again 
... and get a bigger allowance when 
I trade it in. That’s why, with cars 
so evenly matched, I’ll always buy 
the one with stainless steel!” 
Without question, USS Stainless 
Steel is the ideal metal for automo- 
tive trimming. Its silvery surface is 
permanently immune to all types of 


easily. Its high tensile strength per- 
mits the use of lighter, less expensive 
sections. Scratches can’t rust because 
it’s stainless all the way through. 
Brilliant trimming of USS Stain- 
less Steel helps the salesman make 
the sale... and if designed to take 
full advantage of stainless steel, it 
often costs no more than plated parts. 
May we submit facts and figures? 


USS STAINLESS STEEL 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
With which has been consolidated American Sheet and Tin Plate Company 
AMERICAN STEEL & WIRE COMPANY, Chicago and New York 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 


UNIT & Dp 


NATIONAL TUBE COMPANY, Pittsburgh 
United States Steel Products Company, New York, Export Distributors 


SP EATES 


STEEL 





ABOVE IS THE FRONT end of Federal Truck Co’s. 
new Motohome trailer equipped with a studio couch that | and Motomart. It is of all steel, electric welded into one | 
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Taieral Truek Adds New House Trailer to Line 


opens up into a double bed, 50 inches wide. In the center | piece. Side members and a center longitudinal member | the Motohome. 


New Division Separate 
From Regular Organization 


(Continued from Page 


increasing very rapidly and there 
is unquestionably a big field.” 

The standard model of Federal 
Motohome and Motormart has an 
inside length of 16 feet, 6 inches 
and contains 104% square feet of 
floor space, all of which is usable. 
The end ceiling curves are so de- 
signed that there is no loss of 
headroom. The floor width of 6 
feet, 4 inches continues through- 
out the full inside length. 


Chassis All Steel 

The chassis frame is all steel, 
electric welded into one piece. 
Side members and a longitudinal 
member extend full length and 
there are two diagonal members 
running from the forward spring 
beam to the coupler. The corners 
are braced with 45 degree mem- 
bers. Springs are underslung to a 
square forged steel axle with a 
4 inch drop; 16 inch pressed steel 
drop center wheels carry 16 by 
6.00 six-ply tires. A detachable 
parking jack and caster is 
mounted back of the coupler. 

Body frame is birch and oak 


screwed and glued together and/| 


bolted direct to the steel chassis. 
The outside and inside are cov- 
ered with plywood making a 1% 


inch dead air space between the | 


walls. Floor is of % inch plywood 
fully weatherproofed. The interior 
plywood is mahogany veneer fini- 


and rubbed to a satin finish. The 
exterior is finished with napped 
back textile leather 
izing color and trimmed with 
solid aluminum belt and molding. 
Top is of water proof canvas with 
aluminum finish. 


Plenty of Light and Air 


and two large ceiling ventilators 
afford plenty of light and air. 
Windows and 
screened with bronze wire and 


there is also a full length bronze | 
wire screen door inside. Electri- | 
cal equipment includes tail and | 
side lights outside and two dome | 
lights inside for six-volt current | 


| heating 





| lacquer 


in harmon-| . 
ithe sink. 


| Detroit, 
Seven large windows, the door | 


ventilators are | 


1) 


and five side lights and two plugs 
inside for connection to 110-120 
volt current supply. A_ built-in 
radio aerial is standard. 


Beds Are Pullman Type 


In the Motohome, sleeping ac- 
commodations for two or four 
people are provided by Pullman 
type bed seats in the rear and a 
studio couch in the front. The 
Pullman unit is over 52 inches 
wide and the studio couch 50 
inches wide when opened out. 
Deep inner spring cushions are 
used. 


Another feature designed to 


find special favor with women is | 
large cupboards | 


the convenient 
and closets. One unit comprising 
a clothes closet, shelf closet and 
stove compartment and 
the other a complete kitchen unit 
including a special compartment 


| cupboard for dishes, a porcelain 


enamel sink, a four-burner gaso- 
line cook stove and an ice box of 
50-pound capacity, The stove and 
sink are fitted with removable 
covers which conceal them and 
make a smooth top, with a special 
finish that is_ proof 
against hot water, soap, alcohol, 
etc. Interior woodwork is rubbed 
finish light mahogany to match 
the walls and ceiling. A 30-gallon 


| water tank, mounted under the 


shed in a light mahogany color | /¢ft rear Pullman bed seat has on 


outside filler cap and drain and 


is connected to a marine type| 
plated hand pump over | 


chrome 


Priced at $595 
The shell of the Motohome is 
priced separately at $595 F. O. B. 
including wheels, tires, 
easter jack, couplers, windows, 
two ventilators screens, screen 
door, electric wiring and fixtures, 
radio aerial, safety cables, and 
wheel housing covers. All other 
interior equipment is listed extra 
as units so that the purchaser 
may select an interior arrange- 


section is shown the chassis frame of the new Motohome , extend full length. At the right is the Pullman type seat, 
folding table and complete kitchen unit to be found in 


STANDARD MODEL of the Federal Motohome. It has an inside length of 16 feet, 6 inches and 
104% square feet of floor space, all of which is usable. The floor width of 6 feet, 4 inches continues 
throughout the full inside length. Inside height is 6 feet, 2%4 inches. 


Huge Exposition for 


Petroleum Products 


DETROIT.—For the first time 
in the history of the $13,000,000,000 
petroleum industry, an exposition 
designed for the consumer of pe- 
troleum products has been ar- 
ranged and will be held in Con- 
vention Hall here from Dec. 5 to 
13 inclusive, according to an an- 


nouncement by Glover Watson, | 


president of the recently incor- 
porated Michigan National Petro- 
leum Exhibition Co., Inc. Plans 
are being made for an attendance 
of approximately 1,000,000 people 
at the exposition, known as the 
First International 

Petroleum Exposition. 


The purpose of the exposition | 
is to acquaint the public, through | 
pageants and exhibits, with the | 


program made by the petroleum 
industry in production, 
transportation and marketing. 


Features which affect public in- | 
| terest will be emphasized through- 


ment to suit his individual de-| out the exhibits of oil companies 


sires. 





and allied interests and different 








Consumers’ | 


refining, | 


associations from various states 
which are cooperating with the 
exposition management. The 
American Petroleum Institute is 
arranging a comprehensive dis- 
play covering taxes which for the 
petroleum industry last year 
amounted to $1,100,000,000. 


The petroleum industry this 


| year is spending $1,000,000,000 for 


equipment and supplies, according 


|to figures compiled by a trade 


publication, which makes it an 


| outstanding factor in business re- 


covery. At the exposition, accord- 
ing to plans, the general public 
will have an opportunity to see 
what goes on behind the scenes 
in this giant business. 


Hein-Werner Declares 
WAUKESHA, Wis.—At the regu- 


\lar quarterly meeting of the board 


of directors of the Hein-Werner Mo- 
tor Parts Corp. an extra cash divi- 
dend of $1 per share was declared. 


Stamina for Peak Performance 


BORG & BECK 
CLUTCHES 





Ford V-8 Makes 
Test Run With 
AAA Supervision 


WASHINGTON.—Operating 24 
hours a day for four days over 
the famous memorial highway 
connecting Washington and 
Mount Vernon, Va., Washington’s 
ancestral home, a stock Ford V-8 
sedan has just completed an 
economy run, supervised by the 
Contest Board of the American 
Automobile Assn., in which a 
fuel economy record of 22.789 
miles per gallon was established. 

The test covered 2,764 miles and 
was conducted at an average 
driving speed of 29.727 miles per 
hour, according to the certificate 
of performance just issued by the 
AAA Contest Board. Oil economy 
performance was at the rate of 
1,387.82 miles per quart, the re- 
cords showed. 

Most important feature of the 
test was the fact that throughout 
the drivers, under direction of the 
AAA, were subject to all local 
traffic and speed regulations in- 
cluding the necessary frequent 
stops and starts at traffic lights 
and other intersections. In this 
way average driving conditions 
were duplicated. A total of 152 
traffic light stops were made. 

In the entire four days of op- 
eration, which included 92,237 
hours running time and 3,763 
hours for refueling and other ser- 
vicing, a total of 121.313 gallons 
were used. No water was added 
during the period of the test and 
no repairs were required, the 
certificate stated. 


BUNDY ANSWERS: 


1. The Smithsonian 3. + .003” 
4.A pitch with 
nothing on it. 


Institute 
2. A lake in Florida 
5. A prehistoric dinosaur 
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New Passenger Car Registrations, 18 States for J uly, 1936-1935 


Fi > 
gures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherlock & Arnold 


STATES 


Arkansas 


Delaware 


"36 
35 
"36 | 
35] 


Cc 


Chrysler 


Ww 
w 


26 


12 


15) 





Florida 


36 | 
"35 | 


42 
49 





Georgia 


Illinois 


36] 
35 | 


36 | 
35] 


47 
39 


448 
363 


States appearing here are 


HRYSLER GROUP 


De Soto 
Plymouth 


180 
168 


21 


23 


shown for first time. 


FORD GROUP | 


9} 1018] 
959 | 


3) 156] 
214] 


GENERAL MOTORS GROUP 


Cadillac 


31 
52 
31 


Chevrolet 


1361 


978 


w | 
a | 
a] 


237 


94 
103 


64) 
60 


Totals 


187 
133 
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211 
169 


225 
198 


34 
28 


32 
24 


369 


267 


6910 


5077 


3761| 
2847 


2332 


1600 6159 


1315 | 
1034 | 


1424 | 
1211] 


5665 
6173 
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Kansas 


Louisiana 


36] 
35] 
36 | 
35 | 


94 
63 


54 
31 


1778 
1807] 


1112) 
956} 


1597 | 
1238] 


730] 
495] 


80 
45 


397 


252 


1026 
878) 


464) 


287| 


191 
162 


21 
15 





Maryland 


Minnesota 


Montana 


Nevada 


eeepc 


North Carolina 
Rhode Island 
South Carolina 
Utah 


Vermont 


36] 
35 | 


"36 | 
35 | 
36] 
35] 
36 | 
°35 | 
36 | 
35] 
36 | 
35 | 
36 1 
35] 
361 
35] 
361 
"35 | 


72 

59] 
176) 
145) 


67| 
46| 
10} 
6| 
98 
92 
39 
42 
28 


22 
22 


24 
8 


13 
24 





West Virginia 
Wisconsin 


Total, 18 States 
for July 


Total to Date 


STATES 


Arkansas 


Delaware 


Florida 

Georgia 

Illinois 

Kansas 

Louisiana 

Maryland 

Minnesota 

Montana 

Nevada 

North Carolina 

Rhode Island 

South Carolina 

Utah 

Vermont 

West Virginia 

Wisconsin 
Total, 18 States 


for July 
Total to Date 


36 | 
"35 | 


"36 | 
35] 


"361 
35] 


79 
63 


113 
81 


1449 
1174) 


1161 
1088] 


2242) 


2789! 


577| 
617 


108 
133) 


1271] 
1010] 


2516 | 
2200] 


612] 
554] 


103] 
162] 


774 
620) 


1665 


1505 


344 
354 


61 
94 


30 


37/| 
113 
67| 
34 
11 


14 
11 


395 


294 


562 
483) 


167 
143 


18 
51 
1475 
1968 


401 
390) 


650 


727| 


956 


915 


1392 | 
1301] 


5721 
460] 


518] 
382 | 
398 | 
220] 


196] 
193] 


1374] 
1023] 


2040 | 
1753] 


35 
+1 


35 
32 
10 

o 


26 


20 


303) 


253) 


349 


272| 


149 
114 


111 
99 


128 


73 


12 53 
7 10 


312 
234 


568 


507 


6323) 
4863) 


369 


253 


220 
119 
118 
122| 
888 
689 


1257 
1096) 


14012| 22839] 22337 
11596| 18376] 23565) 


334 
231) 


183) 
213] 
890 
819) 


2000) 


2252| 


95 


37) 


102 
69 


1055 
743) 


1793 | 
1807 | 


1131] 
956 | 


151 
78 


153 


40 


1213 
546 


217 


79 


97 


32 


1150 
904| 


1361 
1084 
6627 
4351 


2687 
1816 


1391| 


923 


198 
147 


186 
158 


1533 
1290 


284 


273) 


120) 
101| 


1667 
1303 
1846 
1463 
11088 
7443 
3589 


2| 2531 


1742 
1159 


1536 
1127| 
37 
35 
120) 


95| 





1177] 
1089 | 


2283 | 
2793 | 
596 | 

617] 

114] 

133 | 

14 


9 
-—? 


1970 | 


4 405 | 
2} 392] 
7| 657] 
727 | 
342] 
231] 
188 | 
215] 
902 | 

| 819 | 
25| 2025] 
3| 2255] 


343! 22680] 


30| 23595] 


255 
107} 


356 
182| 
73 
18 


16 
§ 


1489 | 


85 


69) 
32 
52 
14 


55 


29 
147 
66 
364 
135 


3652 
1626 


205 


1364 
1031 


3343 
2733 
770 
579 
88 
12 
2202 
1913 
438 
335 
877 
625 
379 
231 
230 
194 


1570 
910 


13) 2795 
7 2078 


231) 
185 
412 
428) 
116 
74 
25) 
37 
217 


228) 


157 
86| 


47 
70 
71 
38) 
65 
56) 
235 
168 
579 


wn! 
Rae 


) 


2148 
1574 


4684 
3878 
1055 
765 


164 
208 


2879 


2497 


789 


576 


1073 
807 


546 
321 
412 

343 
2184 
1282 


4322 
439) 3145 


279) 
230) 


546 
506) 
83 
87| 
28) 
26) 
230) 
233) 
97| 
88 
75 


41 
33 
58) 
60) 
217 
127 


554 





28940 


87; 21049 


361 32076) 22634|136916'274022|/465648 | 438114! 6869|444983| 85652) 6279'557240 
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HUDS. GROUP 


"36 

"35 

"36 I 
35] 
36 

"85 

36 | 
35] 64 
36] 572 
35] 372 
"36 248) 
85 156) 
36 | 34 
35] 22 
"36 96 
35 49 
36] 257 
35] + 203 
36 135] 
"35 110 
36 | 11 
35 | 7 
36] 110 
35 | 83 
"361051 
35] 12 
"36 76| 
85 51 
36 | 54 
35 | 20 
36 27 
85 22 
36] 105 
35] 45 
36] 261! 
35] 147 
36] 2352 
35] 1460 
36] 45289 
35] 3030 


83| 
18) 
17| 
17} 

121) 
62 


94 








5226 


7 
11] 
- 
8 
36| 
19] 
14) 
15| 
120! 
117 
50) 
66 


5 


24| 
22) 
30) 
63| 
24) 
37 
11) 
4 
27) 
33 
9 
9 
5) 
6 
15 
13) 
6 
14 
24 
24 
57 
67 
470 
536 


12785 
12183 





15003) 101786|224653/366668 | 512033 


NASH GROUP | 


LaFayette 


90 


29 


19] 
25] 2| 
157 27 
81] 23 
108] 28! 22| 
79] 11| 13 
692] 204 209 
489] 192) 203 
298 41 41 
222 30| =. 26 
43] 24 11 
30] 22} 18 
120 20) 33 
71 23) «31 
287] 84 #54 
266] 46) 64 
159 40| 40 
147 29| 36] 
22] 9} 11] 
11] 2! 8 
137] 10) 15 
116] 10 6 
60] 9° 17 
21] 9| 10) 
81 1 4 
57 1 2 
69] 14, 17) 
33] 16} 14 
33 6| 2 
36 7| 5 
129 23) 23 
69 17 12 
318 189| 144 1 
214) 210) 202) 412 


14 
22) 














45 
135 


35 





2822] 743| 667| 1410 
1996 653| 681| 1334 
58074 | 11546 
42484] 8395] 9014 





17409 ] 3146 


ier ecees ee 603|1937 
13146 


960|512993 | 


AUBURN | 


105} 
24| 


23/ 


| 1 50 
5 13) 


2 5| 
| 


4 52! 
6 36 
80] 416 
135] 376! 


8908| 1355|29958 
8652) 4504/14237 


27 


35702 


52|333213 


244 


4634 


3977) 


4747| 42412 
3946] 30929 


6495/113376 96595/865638 


5892 


84417 


NON-AFFILIATED GROUP 


Packard 


3) 439) 
53 307) 
32] 
31 
27| 


{ 
~) 
4) 


40 
42 

| 115 
17; 103 
13| 1255 
169} 1017 


3) 
9 


1 | 





34 
23 


4 
3] 


79070/541046 


TOTALS 





1 | 


2) 1 
5) 31 
7 26 
| 42] 
| 7 


1| 











{| 4 
2 


7 
4| 
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| 54) 
57| 
| 401) 
| 320! 
111) 
69) 
40) 
42| 
73; 
63} 
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150} 
66) 

47| 
20} 

10} 

24) 

41] 

13) 

10) 

16| 

14} 

36! 

30) 

9 

7 

73) 

40) 
130} 
87| 
1348 
1059 
36812 
22135 











1| 
1| 
77| 
44) 
24! 
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29 
16) 
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2 
6! 
11) 
1 
3 
18) 
4| 
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8 
5) 
3 
1 
14 


1 

13 

10 
7 
] 


4 


11 
8 
5) 

4) 
216| 
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5026 


2 
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29 25853 
20474 


7544 


4 
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3762 
2776 
4945 
3952 


3346 


1 9359 
8048 


31 95630 
11 79257 


6345/2329 | 1948711 
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Auto Industry 
Leads California 


Prosperity Boom 


SACRAMENTO, Calif. — Regis- 
tration fees paid by owners of the 
2,245,042 motor vehicles registered 
in California during the first six 
months of the year netted the 
state and counties $6,295,256 to be 
used for construction and main- 
tenance of highways, it is an- 
nounced here by the state de- 
partment of motor vehicles. 

Of the total amount, the sum 
of $3,147,763 will go to the 58 
counties. Los Angeles county, 
with a total of 911,684 registra- 
tions of motor vehicles from 
January to June 30, will receive 
the largest share of the appor- 
tionment for county roads, 
amounting to $1,278,267, while 
San Francisco county’s share is 
$219,897.63. 

The record registration of mo- 
tor vehicles during the six-months 
period brings an increase of 167,- 
292 cars on California highways, 
and a gain of $729,940 for appor- 
tionment to state and county road 
development. 

Of especial interest is the fact 
that registrations for the first six 
months of this year lack but 9,786 
of equaling the entire 12 months 
of 1935, when 2,254,828 cars were 
registered to make an annual 
record. 

Motor car men of the entire 
state point to these figures as 
definite indication that the auto- 
motive industry is leading Cali- 
fornia in the march to a new 
high mark in genuine prosperity. 


Tourist Tide 
Heavy in Canada 


MONTREAL. — Tourist _ traffic 
into Canada this summer shows an 
increase of about 15 per cent over 
last year. For June the actual 
number of tourists visiting Canada 
was 1,632,485, as compared with 
1,481,858 in the same month last 
year. In July of last year, the 
total was 2,500,000, and the num- 
ber in August was over 2,800,000. 
It is believed that the present 
month will show a figure past the 
3,000,000 mark. 

Tourists from the United States 
and other countries visiting 
Canada this year will spend 
nearly $300,000,000 in this country, 
it is estimated by Leo Dolan, di- 
rector of the Canadian Travel 
Bureau, which is operated as a 
branch of the Department of 
Railways and Canals, and about 
half that total will be expended 
in the provinces of Quebec and 
Ontario. Last year, at least 14,- 
000,000 tourists from the United 
States and other countries saw 
Canada. 

Inquiries for information total- 
ing over 48,000 were received from 
people in every state of the Union 
and from 25 other countries by 
the Travel Bureau this year. 
This number is more than double 
that of last year. The figures dis- 
close a predominant interest in 
the five Dionnes, in motoring 
roads, fishing, canoe trips and the 


national parks. 


Hobbs-Donnelly Export 

SAN FRANCISCO.—The Hobbs- 
Donnelly Export Co. has been 
formed to function as exporters, 
specializing in the sale of automo- 
tive parts, accessories and general 
lines to the Pacific Far East. 

The firm is under the manage- 
ment of V. H. Donnelly, president 
and general manager and H. C. 
Montgomery, vice-president. Don- 
nelly, who for the past several 
years has been export manager of 
Allan Automotive Export Co. and 
its successors Morse Export-Import, 
Inc., of San Francisco. Montgomery 
is also president and general man- 
ager of the Hobbs Battery Co. and 
has been active for years in the 
western automotive equipment field. 


Automotive engineer (30 years experience 
in this industry), with Detroit office, sales 
experience, and wide contacts, desires to 
represent product of merit in the automotive 
field. Box 1109, Automotive Daily News, 
527 New Center Bldg., Detroit, Mich. 


— 
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Recent Doubts 
Clear As Heavy 


Industries Gain 


By C. J. ALEXANDER 


NEW YORK.— Wall Street is 
coming around to the view that 
recovery in heavy industry, such 
as building, machine tools, rail- 
road equipment, etc., will be far 
enough advanced by 1937 to in- 
sure the automotive industry an- 
other prosperous year. Some 
doubts about this had been felt 
until recently, it having been 
feared that the needed further 
sharp increase in employment 
might not materialize. 

Some of the economists who 
watch the automotive scene care- 
fully reached the conclusion some 
months ago that the next fillip in 
automobile sales must come from 
increased employment. They con- 
tended that those who had held 
their jobs during the depression 
but had not purchased new cars 
because of uncertainties and those 
who had obtained re-employment 
would have become a saturated 
market by the end of the 1936 
model season. They felt, there- 
fore, that unless the heavier in- 
dustries made enough progress 
this year to make a big dent ip 
unemployment, 1937 would see a 
downturn in motor car sales. 

Steady Gain Seen 

This view was not held by all 
but by enough to give the idea 
general circulation. With gains 
by heavy industry, plainly the out- 
standing feature of business re- 
covery as a whole in 1936, and 
every indication that 1937 will see 
the improvement extended, there 
is general tendency to agree with 
President Sloan of General Mo- 
tors that fundamental economic 
factors, considered alone, point to 
good business in 1937. They see 
extended gains in building, where 
unemployment is most serious. 

On the other hand, there is even 
more unanimous agreement with 
Sloan's contention that the long- 
term outlook for business of all 
types is beclouded by government 
expenditures and taxation 
threatening the resources of the 
nation. Thus far natural economic 
forces for recovery have gained 
the upper hand over adverse po- 
litical action, in the view of many 
who are fearful that the situation 
may in time be reversed. 

Although the Revenue Act of 
1936 is having -a tendency to in- 
crease dividend payments, it is 
the view in financial quarters that 
corporations generally, including 
automotive, will not make exces- 
Sive payments just to avoid taxa- 
tion on undistributed surplus. In- 
dications are that automobile com- 
panies will increase their pay- 
ments in line with earnings but 
that in order to build up surpluses 
against future needs, they will re- 
tain substantial amounts out of 


earnings despite the fact that this | 


will mean heavier taxes. 


To Pay Arrears 


There is a tendency, however, 
toward the payment of arrears on 
cumulative preferred stocks even 
though it is necessary in some 
instances to eat heavily into 
profits. This does not concern the 
motor industry a great deal be- 
‘cause of the few preferred stocks 
outstanding and the very few ar- 
rearages. There are arrears on 
the preferred stocks of Yellow 
Truck & Coach and E. G. Budd 
Mfg. and both of these companies 
are making rapid strides toward 
recovery in earnings and soon 
should be able to turn their atten- 
tion to paying off or cutting down 
the unpaid dividends. Among the 
tire companies, Goodrich, Good- 
year and Norwalk have preferreds 
with arrears. Goodrich has evolved 
a plan for payment on its stock. 

With the normal pre-new model 
lull in activity getting under way, 
automotive stocks: are receiving 
less attention in stock exchange 
trading. They have declined only 
slightly, however, there being less 
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tendency than usual for traders 
and investors to unload on mere 
temporary slowing up in opera- 
tions. 

One of the outstanding stocks 
of the week was Briggs, which 
reported surprisingly good earn- 
ings for the first half and is ex- 
pected to show around $4 a share 
for the first nine months. The 
net for six months was $3.47. 


ADN Price Averages 

The Automotive Daily News 
stock price averages for Aug. 12 
compared as follows with the 
week preceding and a year ago: 

Last This Year 
Week Week Ago 
48.64 30.14 
51.64 31.51 
41.22 —0.13 29.33 
4 tire-rubbers 25.41 —1.65 15.56 

Motor Wheel this week de- 
clared its regular quarterly divi- 
dend of 25 cents a share, payable 
Sept. 10 to stock of record Aug. 
20. Vogt Mfg. declared an extra 
of 50 cents, payable Sept. 15 to 
record of Aug. 28. Vogt declared 
the extra of 25 cents two weeks 
ago. 

Firestone declared the quarter- 
ly of $1.50 on the preferred, pay- 
able Sept. 1 to stock of record 
Aug. 15. Clark Equipment de- 
clared 30 cents on its common 
and $1.75 on the preferred, both 
payable Sept. 15 to stock of rec- 
ord Aug. 27. 


Timken Roller Bearing 


Report 2nd Qrtr. Profit 


CANTON, O.—At the regular 
meeting of directors of the Tim- 
ken Roller Bearing Co., net pro- 
fit for the second quarter and for 
the first six months, ended June 
30, 1936 was announced as follows: 

Second quarter ended June 30 
1936, $2,538,136.61, or $1.05 per 
share; first six months ended 
June 30, $4,606,994.70, or $1.91 per 
share, after all provisions for 
depreciation, taxes and all other 
charges except possible surtax on 
undistributed profits, and subject 
to audit and year end adjustment. 

A regular cash dividend of 50 
cents per share and 25 cents per 
share extra was declared payable 
September 5, 1936, to stockholders 
of record at the close of business 
August 18, 1936. 


Change 
—0.34 
—0.26 


24 motors 
10 car-truck cos. 


10 parts-accessories .41.35 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Aug. 14, 2:06 P.M.—Motor shares opened today 
irregularly but after estimates placing this week’s auto- 
mobile production sharply lower appeared on the news 


tickers a wave of selling brought declines. 


General 


Motors and Chrysler sold down more than a point before 
buying came in to rally them slightly. 


Sloan Warns 


In Heavy Gov’t Spending 


NEW YORK.—In a letter to 
stockholders, Alfred P. Sloan jr., 
president of General Motors, de- 
clared that “the important de- 
gree of recovery reached by the 
automotive industry is evidenced 
by the fact that if the present 
trend continues, 1936 is likely to 
approach 85 per cent of the previ- 
ous maximum established in the 
year 1929. This has been made 
possible by many influences, the 
most outstanding of which might 
be enumerated in the following, 
although not necessarily in their 
order of importance: 

First. There was a sharp de- 
pletion in the inventory of unused 
automotive miles represented by 
cars and trucks in use, as a re- 
sult of the subnormal production 
of the depression years. This was 
manifested by a reduction in the 
number of units in operation and 
an extension in their life of serv- 
ice. There is a wide discrepancy 
between the car of today and the 
average car in use today. Thus, 
there is necessitated increased 
production to reach normal. This 
factor is discernible in all the 
automotive markets of the world. 

“Applicable to the United States, 
the trend toward normal has been 
accelerated by the fact that the 


of Perils 


motor car still holds next to food, 
shelter and clothing, a preferred 
position in relation to the con- 
sumer’s purchasing power. The 
trend has also been accelerated 
by liberal—as a matter of fact, 
perhaps too liberal—credit terms. 

“Second. The opportunity of 
the motor car and the truck to 
serve the community, both from 
the social as well as from the 
economic standpoint, is continu- 
ally broadening. This means a 
trend of increasing use, and 
hence added production. 

“Third. Technological progress 
was maintained and accelerated 
during the period of the depres- 
sion, resulting in more attractive, 
more efficient, better all around 
merchandise. 

“And the automotive industry 
still adheres to the old-fashioned 
philosophy that the best yard- 
stick to gauge its progress, and 
hence its contribution to the na- 
tional welfare, is its ability to 
offer continually better merchan- 
dise at the same price, or equal 
merchandise, at a lower price— 
always the principle of the low- 
est possible costs and selling 
prices of goods and services. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, AUGUST 14, 1936 
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NEW YORK 


Allis Chalmers Mig 
American Car & Foundry 
American Chain 

Auburn Auto 

Bendix Aviation 

Bethlehem Steel 

Bohn Aluminum & Brass 
Borg-Warner 

SIRES re 


Chicago Yellow Cab (1) 
Chrysler 

Clark Equipment 
Cleveland Gr. Br 
Collins & Aikman 
Commercial Credit 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 

Federal Motor 

Firestone Tire & Rubber 
Gabriel Co. 

General Electric (80c) 
General Motors 
Glidden 

Goodrich, B. F 
Goodyear Tir 
Graham-Paige 

Hayes Body Corp 
Houdaille-Hershey B 
Hudson Motor 

Hupp Motor 
International Harvester 
Johns-Manville 


133 
28), 
3044 
42% 
23%, 

7¥% 
247%, 
3%, 
34), 
5375 
30%, 


167% 
37 
44% 
55, 
407s 
124% 
33% 
7¥% 
48/5 
72% 
55, 
237%, 12% 
31% 21% 
4V, 2 
9 4% 
33 224% 
19 VY, 1 ay, 
3, 1 
90, 56% 
129 88 
28%, 20 


1936 
High 


Last Sale 
Aug. 14 Aug. 7 


57 
41 
55 
33, 
29% 
58), 
45 
784 
52%, 
14 
10/, 
26/2 
120%, 
3242 
36), 
53¥% 
73% 
78% 
3%, 
7% 
19%, 
166 
34, 
38g 
48)/, 
26 
8% 
2614 
6, 
46\/, 
69, 
424% 
22% 
23 
2% 
5% 
26% 
17 


24% 

82% 
119 

22% 


24% 
16, 
70'2 
35 
38), 
50%, 
47/2 
41, 
224 
22% 
21% 
13 
381, 
8, 
26/4 
17 
9%, 
29%, 
24, 
14% 
12% 
32% 


Pines 


Last Sale 


NEW YORK Aug. 14 Aug. 7 


Kelsey-Hayes Wheel B 
Lee Rubber & Tire 
Libbey-Owens-Ford Glass 
Ludlum Steel 

Mack Trucks (1) 
Marlin Rockwell 
Midland Steel 


Raybestos-Manhattan 
Reo Motor 
Republic Steel Corp 
Socony Vacuum 
Sparks- Withington 


Thompson Products 
Timken-Detroit Axle 
Timken Roller Bearing 
uv. &. 


Industrial Alcohol 


Westinghouse E. & M 
White Motors 
Yellow Truck 
Young Spring & Wire 


CHICAGO 


Asbestos Mfg. 
Bendix Aviation 
Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 
Perfect Circle 


Winterfront 
DETROIT 


ees Good Automobile Year in 1937 


Reo Shows Profit 
In 2nd Quarter 


LANSING.—The Reo Motor Car 
Co. broke into the profit columns 
recently for operations during 
the second quarter of the current 
calendar year, according to a 
statement made by George L. 
Brown, treasurer of the company. 

Consolidated net profit of the 
company and its subsidiaries 
amounted to $11,342 after all de- 
ductions including depreciation of 
$91,509.04 and tool amortization of 
$77,987.73. 

For the six month’s period 
ended June 30 of this year, the 
net loss of the company amounted 
to $195,252.78, after all deductions 
including depreciation of $187,- 
369.33 and tool amortization of 
$137,264.44. 

The company’s working capital 
as of June 30, 1936, amounted to 
$6,409,190.31 including cash and 
securities of $1,834,553.42. 


Briggs Purchases 


Graham Branch 


EVANSVILLE, Ind. (UTPS).— 
The Briggs Indiana Corp., manu- 
facturer of Plymouth automobile 
bodies which are built here, has 
purchased from the Graham 
Paige Corp. the building where 
the Briggs plant now is located. 

The property encompasses an 
area of about six city blocks. The 
purchasing price was believed to 
be in excess of $600,000. The five- 
year lease taken last year by 
Briggs included a two-year op- 
tion to buy. 


Motor Wheel Reports 
Increase in Profits 


LANSING.—The Motor Wheel 
Corp. reports a net increase for 
the quarter ended June 30, 1936, 
of $643,724, the largest for any 
quarter since the third period of 
1929 when net totaled $872,398. 
Earnings for the quarter just 
ended equalled 76 cents a share 
on the 850,000 outstanding shares 
of common stock, and compared 
with a net of $370,014 or 43 cents 
a share in the first quarter and 
$247,252 or 29 cents a share in 
the second period of 1935. 

The second quarter receipts 
brought earnings for the first 
quarter of 1936 to $1,013,738 or 
$1.19 a share on the common as 
compared with a net of $505,376 
or 59 cents a share in the cor- 
responding months of 1935. 


Budd Directors Act On 


First Mortgage Bonds 


PHILADELPHIA.—Action was 
taken at meetings of the stock- 
holders of the Edward G. Budd 
Manufacturing Co. and the Budd 
Wheel Co. this week to permit 
the issuance of $10,500,000 and $2,- 
000,000, respectively, of 4% per 
cent first mortgage bonds, con- 
vertible into common stock. The 
proceeds will be used to liquidate 
the Budd Realty Corp. and to re- 
tire existing mortgage and bonded 
indebtedness of the Budd Manu- 
facturing Co. bearing higher in- 
terest. ; 

In authorizing the bond issues, 
stockholders of the manufacturing 
company approved an increase of 
550,000 shares of no par, common 
stock, while stockholders of the 
wheel company approved an in- 
crease of 135,000 shares of no par, 
common. This provides for the 
additional numbers of shares 
necessary to meet the conversion 
rights of bondholders. Each com- 
pany proposes to issue warrants 
to stockholders to purchase its 


bond issue. 


aa 
Chicago Yellow Cab | 
CHICAGO.—Stockholders of Chi- 
cago Yellow Cab Co., Inc. at @ 
special meeting approved reduction 
of capital to $1,650,000 from $2,200,- 
000 and reduction in the number of 
shares to 300,000 from 400,000. The 
100,000 shares to be retired and can- 
celled were held by the Waverly 
Corp., which has been dissolved. 





OSHAWA, Ont.—“The sales ob- 
jective of the Canadian automo- 
bile industry hasn’t changed in 
20 years. It is only the size of 
Canada’s motor car fleet that has 
changed. But there has been 
great progress in the product and 
in sales methods.” 


The experience of two decades 
is thus summed up by C. E. Mc- 
Tavish, general sales manager of 
General Motors Products of Can- 
ada, Ltd., who this week marked 
the completion of 20 years’ serv- 
ice with the company. An old- 
timer automotive executive, his 
record extends back beyond 1916, 
to years of service in the carriage 
trade, training ground for so 
many good men in the motor 
business today. He touched all 
the steps of the upward ladder, 
from office boy to Canadian sales 
chief. 


Long service with the company 
is a characteristic which he 
shares with many of his asso- 
ciates. President R. S. MecLaugh- 
lin is in the lead with 48-years, 
counting predecessor carriage 
days; Harry J. Carmichael, vice- 
president and general manager, 
is just entering his 25th year, 
some of this period being with 
McKinnon Industries before it be- 





Reliable 


I have just received the 
third edition of the Auto- 
motive Almanac and just 
wanted you to know that I 
think this is the finest in- 
formation that has ever 
been furnished automobile 
dealers in one volume. 

I have always enjoyed 
Automotive Daily News and 
felt that I could rely on the 
information given in it.— 
Sam P. Hale, Lincoln, Ford, 
Fordson, Ardmore, Pa. 





N.C. Sales High in July 

RALEIGH, N. C.—The motor ve- 
hicle bureau of the state revenue 
department reports that new car 
sales in July totaled 8,230, as com- 
pared with 7,483 in July, 1935. De- 
partment heads said there were 
6,170 new cars and 2,060 new trucks 
sold last month, as compared with 
6,053 cars and 1,430 trucks in July, 
1935. For the first seven months of 
1936 new car sales totaled 28,201 
against 31,972 in the corresponding 
period of last year. New truck sales 
were 8,872 and 8,021 for the re- 
spective periods. 


FISH LIKE the Olds emblem, 
according to Maynard Murray, 
Olds engineer shown here with 
the spinner he used to capture 
five great northern pike on the 
first day of his recent vacation in 
northern Michigan. Murray 
thought the Olds emblem looked 
better than a store bait—and he 
was right. 
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C. E. McTavish Completes 
20 Years With Canada GM 


came part of General Motors 
Corp. 

“When I joined this firm as 
western Canada manager for 
Chevrolet in 1916,” explained Mc- 
Tavish, “there were only 123,000 
motor vehicles registered in the 
whole Dominion, whereas today 
there are 10 times that number. 
Yet our aim as salesmen today 
is exactly the same as it was 20 
years ago, namely, to supply 
enough cars—built by Canadians 
for Canadian conditions—to keep 
the Dominion’s transportation 
fleet operating at normal. 


“We are not trying to see how 
quickly we can reach the ‘satura- 
tion point’—they were talking 
about that in 1916, too—but 
rather we are concentrating on 
the country’s logical needs, in 
order that production may have 
balance and stability. The fewer 
the ups and downs, the better 
the public will be served.” 


KHAKI-CLAD FORCES invaded Detroit Wednesday to study the 
newest precision devices at the Plymouth plant that might be adapted 
to increase the accuracy of gunfire. Twenty-six ordnance experts from 
the reserve camp at Ann Arbor interrupted their work on mechanical 
design of shells, guns and tanks, to investigate Plymouth precision 
methods under the guidance of Works Manager E. S. Chapman 
(right). Here they are, trying out for themselves the electric “gun” 
gauge that checks cylinder bores. At Chapman’s right is Major Frank 
A. Mickle, ordnance department, O.R.C., in command of the group. 


Do not permit your good customers 
to make an unwise substitution when 
a window, wing or windshield breaks. 
Always recommend to them that they 
replace with L-O-F Safety Plate Glass 
—the kind that is used by a majority 
of automotive manufacturers as 
original equipment. Call a reliable, 
authorized L-O-F glass replacement 
dealer, who is equipped to render 
prompt, efficient service. In the ma- 
jority of cases, you will find that his 
name is listed in the yellow pages 
of your local telephone directory, 
under the heading “Glass—Safety”. 
Libbey-Owens-Ford Glass Company, 
Toledo, Ohio. 
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Court Upholds *. 
N. Y. Gun Measure 


ALBANY, N. Y.—The “gun-in- 
auto”. law, passed by the .1936 
legislature to give police a power- 
ful new weapon in their war 
against criminals, this week had 
successfully passed its first major 
court test. 

Supreme Court Justice Francis 
Bergan ruled the law which 
makes the presence of an un- 
licensed gun in an automobile 
presumptive evidence of posses- 
sion on the part of all occupants, 
does not violate the “due process” 
clauses of the federal and state 
constitution. 

In his decision Justice Bergan 
declared: “The automobile and 
the gun are correlated and neces- 
sary parts of the equipment of 
the modern criminal.” 


New Coils 
LONG ISLAND CITY, N. Y.—P 
& D Mfg. Co., Inc., is now market- 
ing a line of new type coils. The 
new, Super Dynamic line features 
a one-piece aluminum housing which 
cools the coils by air. 


LIBBEY: OWENS: FORD 
SAFETY 





NT 
Aan ae 
ARE pull 
WILL la 


HIS is the picture of a Buick 
dealer’s door — and lucky we 


were to get it. 


These days, the doors to most 
Buick showrooms are swinging so 
steadily it’s hard to find one still long enough to get 


a picture of it! 
For Buick dealers are busy—plenty busy. 


They have been—ever since the present line of Buicks 
was announced. They’re busy now — in active antici- 


pation of a still better line of 1937 models. 


And they have been profitably busy—for when you’re 
a Buick dealer you’re not just another outlet, but a 
member of an organization that the factory constantly 


strives to keep on a money-making basis. 


Our field men know a surprising 
amount about how a profitable 


retail business ought to be run. 


They havea thoroughgoing under- 


YOUR MONEY 
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GOES FARTHER IN A GENERAL MOTORS CAR‘ 
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standing of your problems, and a lot of useful ideas to 


help solve them. 


They know how many cars you ought to be able to 
sell—they’ve got proved plans to help you sell them— 
they have a management control system that shows 


exactly where you stand every week and every month. 


Buick has always believed that the best dealer is the 
dealer who is making enough to be happy about it 
— and the up-and-coming ones are plenty happy 


right now! 


There are certain spots where we can add dealers and 
still not interfere with present dealers’ opportunities. 
If you’d like to hear about them, you can find out by 
addressing a confidential letter to Wm. F. Hufstader, 


General Sales Manager, Buick Motor Company, 


bs the Buy)” 


FOR DEALERS TOO! 





